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One Plan—One Purpose—One 
Objective—A Better Re- 
insurance Service 
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A Progressive SURETY and CASUALTY Company 





JOC. 





CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
Cities: 


llinols Michigan Pennsylvania 


oe City Altoona 
Chester 
fuaea Rapids i 
Nebraska Jackson 
Omaha —* 
New Hampshire = 
Coneord 


Manchester 
Nashua 


Missour! 
St. Joseph 
St. Louis 


Wisconsin 
Milwaukee 
Racine 


Superior 
Madison 
Kansas 
Wichita 
Topeka 


Harrisburg 
Philadelphia 


Wilkes 
Indiana York 
Bvansville 
polis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
* cideni or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 





Write the Home Office for particulars 


INTER-STATE 
NESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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Power =-With the 
Brakes Loosened! 


open the throttle and the big 


a symbol of power, 


Release the brakes, 
locomotive speeds ahead 

The power which has speeded up sales this year for 
The Lincoln National Life Insurance Company is the 
force of a-carefully planned campaign carried on by well 
trained and directed agents. 

Delays haye been,minimized by the arrangement of 
all departments. of the Home Office of the Lincoln Na- 
tional Life into a frictionless service alignment. 


The power of effective co-operation gladly given aids 
all those who— 


(unk uP (wire THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 

Lincoln Life Building FORT WAYNE, 

Now More Than $285,000,000 in Force 


INDIANA 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


Not so many years ago the life insurance business was considered a place for the derelicts of 
other businesses; men fit for nothing else could eke out a living peddling policies to their friends. © 
But to-day the business of life insurance looks for successful men of affairs. The life insurance — 
agent of this day and age must be a man of vision. He must bea fighter. Heneedsbrains. He — 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he | 
must be a well-dressed and polished man of the world. In fact he must have every qualification 
necessary to a big business executive. To such men the business of selling life insurance does ~ 
indeed offer wonderful opportunities. For such men there is no business offering greater inde- ~ 
pendence and larger income than life insurance. | 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- | 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 7 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it | 
means less objections to be overcome. All this because the Perfect Protection Policy has been | 
developed with the greatest care to give its holders protection at every possible point. Perfect © 
Protection policies give to their owners the peace of mind that comes from the absolute knowl- — 


edge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 7 
plete information. If the business of life insurance offers great opportunities, and it does, add to 7 
those opportunities a connection with the Reliance Life. 1 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 














Mae Spectator is published every Thursday hy The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CXI, Number XXII, November 29, 1923; $4.00 per annum, q 
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Making of the Fire Insurance Rate, 
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PETITION TO CONGRESS 


Life Insurance Agents Much Interested in Proposed Income Tax 
Allowance for Premiums | 


Numerous requests have come to THE SPECTATOR 
for copies of the petition shown below, the purpose of 
which is to secure an amendment of the Federal In- 
come Tax Law so as to permit the deduction of money 
paid as premiums for life insurance policies or certi- 
ficates from taxable income of individuals. 

One prominent life insurance man has pointed out 
that whereas many people with large incomes have 
sufficient surplus income so that they can devote con- 
siderable sums to charitable and religious purposes 
and thus secure deductions for same, running up to 
15 per cent of their total income, this is not the case 
with those having relatively small incomes. The lat- 
ter, considering that “charity begins at home,” must 
devote savings from their meagre incomes to life in- 
surance protection for their families so that their 
contributions to charitable and religious purposes are 
necessarily relatively small and do not approach the 
I5 per cent limit. They should therefore, in view of 
the basic nature of life insurance, be authorized to 
deduct life insurance premiums at least to the extent 
of the limitation granted for charitable and religious 
contributions from their taxable income. 

Letters commending the proposal for the deduction 
of life insurance premiums from the taxable income 
of individuals have been received by THE SPECTATOR 
from numerous sources. One Western company of- 
ficial writes that he noticed with interest and a con- 
siderable amount of approval the efforts of THE 
SPECTATOR to secure credit as deduction for income 


tax purposes of life insurance premiums. Life in- 
surance is a beneficent institution and premiums paid 
to insure dependents against penury and beggary 
should be classed among chairtable contributions. 

A general agent in the West states that he is de- 
lighted with the action THE SPEcTATOR is taking in 
reference to income tax legislation, and that he is en- 
deavoring to interest other general agents likewise. 
Another general agent writes: 

“Our local associations are much in sympathy with 
your suggestion and will be very glad to co-operate in 
this line.” 

Still another says: 

“Believing that premiums paid on policies covering 
the life of the breadwinner properly belong in a class 
with exemptions under income tax reports, I am 
anxious to be of all possible assistance in securing 
favorable consideration by our law-making bodies.” 

An Eastern general agent says: 

“T think your efforts in this direction are to be 
highly commended.” 

One in the South writes: 

“T am heartily in sympathy with the move that you 
have started. Please send me the printed forms of 
this petition for securing signatures and I will gladly 
see that it is taken up by our senators and representa- 
tives in Congress.” 

H. G. Scott, vice-president and secretary of the 
Reliance Life, of Pittsburgh, writes THE SPECTATOR 
as follows: 
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“T was very much interested in the article on page charities and religious contributions not exceeding 














































Prepared.’ of our people, with small incomes, can afford to Give 
“In my mind there is just one important feature but little in those ways. Why should not life ingyy. 
which does not appear in this petition, which you ance payments for the benefit of families be cop. 
probably have good reasons for not having appear, sidered as charities, for ‘true charity begins at home’? 
and that is when premiums are not permitted as a_ If the law should be amended so as to allow these 
deduction from the income tax it is a double tax, as deductions, it will afford welcome relief to all the 
every State in the Union compels insurance companies middle classes, who are paying what are to them ap. 
to pay a tax on all premiums collected in that State. preciable sums for life insurance, either in the old 
The insurance companies have to load their premiums line companies or in the fraternal organizations. 
for this tax and in that way collect it from the policy- “As the law now stands, the 15 per cent allowable 
holders. Either the United States Government deduction is enjoyed practically only by those with 
should allow the deduction of insurance premiums or comfortable incomes, and [ trust that your publica. 


come tax reductions, and I would ask your attention these petitions are advised to forward same to the 

to one respect in which our tax exemptions are not as representatives in Congress from their respective dis- 

favorable as those under the British Income Tax Law, _ tricts. 

despite their vastly greater burden of taxation. The form of petition adopted 1s reprinted below 
“Over there, premiums paid for life insurance may and copies of same may be procured from Tue 

be deducted from the taxable income to the extent SPECTATOR upon request. 





TO THE SENATE AND HOUSE OF REPRESENTATIVES OF THE UNITED | 
STATES OF AMERICA IN CONGRESS ASSEMBLED: | 


We, the undersigned petitioners, citizens of the United States, respectfully allege and represent: 

That life insurance is a demonstrated necessity and vitally contributes to the national welfare; 

That life insurance removes the fear of poverty and aids prevention or alleviation of many evils—such | 
as: widows without support, children without funds for proper physical and mental development, and dis- 
rupted families; 

That life insurance premiums, for the reasons herein stated, may well be placed in the same category 
as donations to charity and/or to religious institutions; 

That a tax upon life insurance premiums is in fact a denial of the fundamental principles of national 
and individual foresight, thrift and provision for the welfare of dependents. 

WHEREFORE, we, the undersigned petitioners, citizens of the United States, pray that proper legis- 
lative provision be made by Congress for the inclusion of moneys expended for life insurance premiums as 
deductible items under the Income Tax Law of the United States of America; and— 

That to this end, Section 65367 of Part 1 of the Compiled Statutes of the United States of America, 
being also section 214a of the Income Tax Law, be amended by the addition of a new subdivision to be effect- 


———— : 


3 of the current issue of Ture Specraror, ‘Petition is 15 per cent of the taxable income, but the great mass | 


the tax should be eliminated by the various States.”’ tion will favor the modification of the law now pro- 
In connection with Tur Specraror’s crusade, the posed.” 
following letter, written by a well-known life insur- One Western association has already sent in about 
ance man, has been printed in a prominent daily 75 signatures upon petition forms which it had 
paper: printed. 
“Favorable consideration is now being given to in- Individuals and associations getting signatures on 





of £100 (or $500). Our laws allow deductions for 





ive as law and to read as follows, to wit: 

















‘All sums paid within the year for, or as, premiums on policies or certificates of life insurance in 
force upon and/or covering the life of the taxpayer, excepting, however, all premiums paid on insur- 
ance in favor of a creditor of the taxpayer or of the firm or corporation with which he is connected.” 








Indiana National Life Receiver May Pay Accerding to Mr. Sims a claim first was pre of the company were audited after the 4 
100 Per Cent Dividend sented for nearly $45,000 back taxes, accrued poimment of a _ receiver and subjected 
INDIANAPOLIS, IND., November 26.—Payment on capital stock and from other sources. The examination by Judge Sidney S. Miller 
of approximately 100 per cent on the stock of | company had a capital stock of $135,000, which Superior Court, Room 3. According to Mr. 
the “defunct” Indiana National Life Tnsurance according to Mr. Sims subjects it to a tax of | Sims this concession will mean the saving 0! 
Company is being held up until Federal authori- 1 per cent. He contends the total amount of several weeks in time. “The checks are read) 
ties determine how much taxes the company taxes in excess of that due as capital stock to be sent out as soon as the question is s¢t- 
owes the government, according to Fred A. tax should only be a few hundred dollars at  tled,” he said. At a receiver's sale, the India 
Sims, Indianapolis, receiver for the compan; the most. It is understood Federal authorities company was sold to the Inter-Southern Lite 


with whose findings the government differs. have waived a re-audit of the books. The books Insurance Company of Louisville. 
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AN UNFORTUNATE SITUATION 

} Ses political situation which caused 
the resignation of the former Illi- 

nois superintendent of insurance, Thomas 

J. Houston, is a matter of grave signi- 

cance to the fire and casualty insurance 

companies, if not to the life insurance 


companies. Like all such situations, it is 


very difficult to get at the bottom of this - 


one or to say what is what and what isn’t. 
Nevertheless and notwithstanding it is 
quite evident that insurance companies 
are involved by rumor, if not in fact, and 
the rumors are to the effect that the fire 
and casualty companies have submitted 
to the dictation of a certain Chicago 
firm of lawyers rather ingloriously. Of 
course substantiation of such rumors is 
out of the question, but on the other hand 
denial of them is of little consequence. 
The damage has been accomplished by the 
publication of them, placing the com- 
panies thus in an undesirable position 
from whatever viewpoint one looks at it. 

It is, in the first place, extremely un- 
fortunate that such accusations can be 
made on a logical basis. 
why should any man be vested with the 
power to wicld such influences as have 
been credited to the former head of the 
Illinois department by a Chicago daily 
Paper? Whether or not he did such 
things is beside the fact, so far as this 
editorial is concerned. 


In other words, 


' The point is that 
it 1s perfectly evident to everyone that he 
could have done so had he chosen. Not 


only he but, indeed, many another depart- 
ment official could do so also. 


The Illinois situation is evidence su- 
preme of the need for concerted action 
in the public relations of insurance com- 
panies. It seems very unlikely that poli- 
ticians would dare to exert such pressure 
were the citizens of the State well aware 
of true conditions and properly educated 
as to the true value of insurance. The 
fire companies are at this moment in the 
throes of litigation in Illinois as the result 
of political greed for a fat plum in the 
shape of contingent commissions on a 
They are likewise be- 
fortu- 


back-tax grab. 
set in Missouri, though there, 
nately, the schemers are given to loud 
talking and consequently less action. The 
expense of all these difficulties and re- 
sultant litigation is enormous and in the 
long run comes from the pockets of the 
policyholders. In neglecting to get that 
fact clearly before the public, the com- 
panies are at fault. We have heard this 
doctrine preached and cheered to the 
echo innumerable times recently, but there 
is no evidence of action as yet. 

If there is such a situation in Illinois 
as is described in the Chicago Tribune, 
there is only one way to control it—that 
is through the public. Public sentiment 
directs political maneuvers much more 
effectively than logic or reason or even 
the so-called “influence.” 





Sie custom of having a_ physical 

examination made yearly for the 
purpose of ascertaining one’s condition 
and taking steps. if any needed, to ward 
off or cure disease, is annually becoming 
more common. Dr. Charles Mayo, of 
Rochester, Minn., was recently quoted in 
a daily paper as saying that, “by careful 
living the normal man can add at least ten 
He advocated yearly 
examinations by physicians, 
and the following of their advice. One 
plan which the average man might well 


years to his life.” 
competent 


adopt is to apply for some additional in- 
surance each year, and, if he successfully 
passes the examination therefor, he may 
reasonably conclude that there is nothing 
radically wrong with him physically. 
NVESTMENTS in immediate an- 
| nuities have never gained the foot- 
hold in the United States, in proportion 
to the amount of life insurance written, 
that they have enjoyed in England; yet, 
in many cases where dependents are suf- 
ficiently provided for, or where there are 
no dependents, men and women might 


5 


well make such investments to secure safe 
and liberal returns. Most life insurance 
policies written in this country contain 
provisions which, in substance, provide 
deferred annuities beginning at the end 
of a fixed term of years, or at a given 
age, if the insured lives and elects to 
utilize the privilege, and many policies 
providing yearly or monthly incomes to 
beneficiaries are in the nature of deferred 
Life insurance agents are, 
perhaps, too prone to look only for pros- 
pects for life insurance, namely, those 


annuities. 


who are healthy and in the prime of life; 
but they could often write annuities for 
those who are older and are perhaps in 
impaired health. The old assertion that 
“annuitants never die” might he a good 
talking point in such cases, and contains 
a certain element of fact, in that the 
relief from worry as to investments and 
the assurance of a guaranteed income 
tend to lengthen the annuitant’s life. 
Progressive agents might profitably keep 
in mind the desirability of annuities for 
many people when casting about for 
prospects. 


N October last, the fire loss in the 

United States and Canada advanced 
over $2,500,000 over the loss in Septem- 
ber, according to the records of the Jour- 
nal of Commerce. The amount of the 
loss in October is given as $31,398,450, 
bringing the total for the first ten months 
of the year up to $334,153,200, or about 
$1,500,000 more than in the first ten 
months of 1922, and $55,600,000 more 
than in the corresponding period in 1921. 
The amount of the loss in the first ten 
months of 1923 exceeded that for the 
whole year 1921. As the end of the year 
approaches, underwriters can derive from 
these figures little satisfaction or hope for 
an underwriting profit from the current 
year. Tlowever, it is believed that the 
premium income has kept up fairly well 
thus far during the year, so that the ex- 
perience of 1923 may turn out to be no 
worse than that of 1922. 


Death of T. H. Purdom 

Thomas Hunter Purdom, K. C., president of 
the Northern Life Insurance Company of Lon- 
don, Ontario, Canada, died recently. 

Mr. Purdom was born in London, Ont., in 
1853, and had spent all his life in the develop- 
ment of the financial and business resources of 
that city. His work in with the 
winding up of the affairs of the Dominion Sav- 
ings and Investment Society brought about the 
from which he never rallied. 


connection 


illness 
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Copyright, The Prudential Insurance Co, of America 


IN DANGER 


Every widow faces a new life full of uncertainties and difficulties. 
At the very beginning comes a great danger. “Your money can be 
reinvested,” everyone tells her. “Let me help you to make some 
money, now that you have your life insurance funds,” says the well- 
meaning but dangerous neighbor. “Let me show you how to get a 
very large income,” urges the plausible family friend. «Let me make 
you rich,” teases the convincing stock swindler. Countless millions 
are lost each year by widows who need not have had to face either 
the inconvenience or danger of reinvestment. Income Life Insurance 
providing a method whereby payments are made on the first of each 
month and in stipulated amounts is the best foil for well-meaning 


friends and convincing stock speculators. 


The Prudential Insurance Company of America 
EDWARD D. DUFFIELD, President Home Office, NEWARK, N. J. 
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Casualty, Surety, Etc. 














“CLOSE-UP” OF E. M. 
LINVILLE 


Personality of Newest Force in Casu- 
alty Business Revealed 


HAS HAD VARIED EXPERIENCE 


Graduated from Sailor and Cowpuncher to 
a Leading Executive in Insurance 
Affairs 
When the New York Indemnity Company, 
running mate of the National Surety Company, 
was organized in the latter part of 1921, its board 
of directors began to cast about for a man 
whose shoulders would be strong enough to 
assume the responsibility of directional man- 
agement. The man whom the directors chose 
to be vice-president and general manager of 
the New Yerk Indemnity Company 
Everett Milton Linville. That their 
was auspicious has been proved by the com- 
pany’s record during the past year. Mr. Lin- 
ville assumed his duties as of December 4, 1922. 
Up to February 1, 1922, the New York Indem- 
nity had but one agency and was licensed in 
only one State, namely, New York. Until 
that time the Kenny Agency there transacted 
all the company’s writing 
burglary and plate 
present the company is entered in forty-two 


Was 


che vice 


business, only 


glass insurance. At 
soo agents and is spreading out in 
the From 
activities 


States, has 
every directicn all 
March 12, 1923, its 
breadth and scope until now its net premiums 


over nation. 


increased in 


written total $2,500,000. This record is almost 
without parallel in the history of a casualty 
Insurance company entering the field for the 
first time. 

The recent activity of the New York Indem- 
nity Company and the extraordinary increase 
in its agency plant have caused unusual interest 
regarding the personality of its vice-president 
and general manager and Tue Specrator, act- 
ing in that capacity which its name implies, 
sent a representative to see Mr. Linville in his 
office on Albany street. The 
particularly timely, since Mr. Linville, after 


interview was 
the first of the year, will undoubtedly be the 
president of the New York Indemnity Company, 
a post which will make him one of the most 
prominent casualty executives in the insurance 
business. 

more than vice- 


Milton Linville is 


President and general manager of a strong and 


Everett 


growing casualty company; he is a distinct, 
definite character whose influence is tangibly 
sensed throughout the entire organization of 
which he is the head. Of medium height, with 
a square-shouldered, firmly-knit frame, he has 
the physique of an athlete and the crisp, decisive 
speech of the man of action. Modest, but not 
shy, there is that about him which hints of 
Scotch ancestry and this impression is further 
borne out by reddish hair and a certain leanness 
or jaw. As he replies to a question there is a 
momentary lifting of brows in thought, then the 
answer comes with a rush of clear, forceful 
Words. Beyond that fractional hesitation there 


is no pause. Tle knows, has weighed, and real- 
izes exactly what he wants to say and says it 
briefly and to the point. His hobbies are swim- 
ming, music and books and his motto of suc- 
cess is “What you have to do, do as well as 
you can and, if possible, a little better than 
other fellow.” Of the organization he 
directs, Mr. “The New York 
Indemnity Company will be one of the leading 


the 
Linville said: 
factors in the casualty world within five years 
or less and my confidence in its future is un- 
bounded.” 

Mr. Lin- 
ville was educated in local schools, served in 
both the Army and the Navy, worked as a 
cowboy in Montana and at length began his in- 


> sap aap 
1S7 


Born in Shelbyville. Ky., in yg 


surance career in the legal department of the 
London Guarantee and Accident about twenty- 
five years ago. He studied law at Kent Col- 
lege and finally became special agent of the 
company, later becoming assistant manager of 
the London Guarantee and Accident in Phila- 
delphia. Nine years after, he joined the home 
office force of the Travelers Insurance Com- 
pany as underwriter and special agent and sub- 
sequently went to Boston as assistant manager 
of its New England office. In 1912 he came to 
New York city and entered the employ of the 
Ocean Accident and Guarantee as superintend- 
ent of agencies, building up that organization’s 
personnel, establishing its agency plant on the 
Pacific Coast and, in 1918, reorganizing its com- 
underwriting department in New 
From this post he graduated to the 


pensation 
York city. 
vice-presidency and 
the New York Indemnity. 


general managership of 


WILL GIVE RADIO TALKS 


Jarvis W. Mason to Broadcast Series of 
Lectures on Surety Subjects 

A series of ten addresses over the radio on 
subjects relating to suretyship will be given 
during the next months by Jarvis W. Mason, 
vice-president of the American Surety Com- 
pany. The delivered on 
Tuesday evenings, beginning December 4, from 
WEAF, the 
American Telephone and Telegraph Company, 
the surety 


addresses will be 


the broadcasting station of 


and practically phase of 


business will be touched upon in the course of 


every 
the series. Each talk will commence at about 
8:10 P. M., 

All of the 


ces and its 15,c00 agents have been 


Eastern standard time. 


\merican Surety Company's 
branch off 
invited to “tune in” on Tuesday evenings. 


The schedule is as follows: 


1923—Larly History of Surety- 
ship. 
1923—Corporate Suretyship and 
a Brief History of Its 
Development. 
1923—The Fidelity Bond. 
1924—Fiduciary Suretyship. 
1924—Official Bonds. 
1924—Contract Bonds. 
1924—Court Bonds. 
1924—License, Franchise 
Permit Bonds. 
1924—Miscellaneous Bonds. 
1924—Theft Insurance. 
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December 4, 


December TT, 


December 18, 
January 8, 
January 15, 
January 22, 
January 20, 


February 5, and 


February 12, 
February 10, 


BILL OF COMPLAINT FILED 


$5,000,000 Suit Against Casualty 
Clearing House to Come Up in 
December 


UNFAIR PRACTICES CHARGED BY 
PLAINTIFF 


Integrity Mutual Submits Its Formal 
Statement to United States District 
Court at Chicago—Conspiracy on 
the Part of Stock Casualty 
Companies Alleged 

When the Integrity Mutual Casualty Com- 
pany, Chicago, filed notice of a $5,000,000 legal 
suit for damages against the Casualty Informa- 
tion Clearing House last August, stock cas- 
ualty companies making up the latter’s mem- 
bership manifested very little concern over the 
outcome. At that time, a hearing in the case 
was set for November 5, but the bill of com- 
plaint could not be completed sufficiently early 
to permit its submission on the appointed date 
and consequently was not formally filed until 
last Friday, when it was laid before the United 
States District Court in Chicago. The next 
move in the case will come during the Decem- 
ber session of that court. 

Since its inception, the case has drawn more 
and more attention until, with the filing of the 
formal bill of complaint, casualty executives 
throughout the country are watching the pro- 
cedures with interest because of the fact that 
the suit now involves the principal stock cas- 
ualty ‘companies, officers and prominent agents. 
It was declared by the Integrity Mutual Cas- 
ualty Company, on opening the litigation, that 
the charge against the Casualty Information 
Clearing House would be alleged conspiracy to 
ruin the business of the former by means of 
unfair competitive practices. The formal bill 
ot complaint, as now on file, contains these 
charges and also the allegation that the prac- 
tices cited have resulted adversely to the opera- 
tions of all American mutual casualty com- 
panies. The Integrity Mutual is the only com- 
plainant directly named, but it is charged that 
all similar companies are also affected. 

ne bill specifically quotes “unfair, dishonest 
and destructive competition in an attempt to 
put the mutual companies out of business” and 
alleges that the stock casualty companies have 
resorted to such methods because the mutuals 
have been instrumental in reducing the cost of 
workmen’s compensation insurance to the point 
where they are now handling one-third of this 
type of business. The Integrity Mutual’s com- 
plaint further claims that the avowed purpose 
of the Casualty Information Clearing House 
is to circulate fraudulent and misleading in- 
formation to the detriment of the mutual com- 
panies. The bill of complaint is aimed at the 
officers, members and directors of the Casualty 
Information Clearing House and consequently 
its scope embraces some of the most influential 
elements in the casualty insurance business. 

That a decisive reply is being prepared against 
the charges made by the Integrity Mutual can- 
not be doubted and the supposition is given 
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further credence by the recent remarks of 
President Fred L. Gray of the Casualty In- 
formation Clearing House who stated: “In 
my opinion, the fifty or more defendants in 
the case will welcome this opportunity to learn 
from the officials of the Integrity, under oath, 
more about the methods with which that com- 
pany has conducted its financial affairs in the 
past.” President Gray also said that the Cas- 
valty Information Clearing House, maintained 
by twenty-five of the leading stock casualty 
companies, furnished confidential reports to its 
members concerning the financial standing of 
insurance companies as revealed in the sworn 
statements submitted to the various State in- 
surance departments. The key to the present 
situation may perhaps be found in the follow- 
ing remarks of President Gray: 

Some weeks ago the clearing house issued a 
report to its members calling attention to an 
apparent discrepancy in certain items contained 
in the recent annual statements of the Integrity 
Mutual Casualty Company, also calling atten- 
tion to a bond issue of a wholly unprecedented 
character which that company recently put out. 
Presumably the $5,000,000 suit brought against 
the clearing house and its supporting companies 
is based on the clearing house report to which 
I refer. 


MARYLAND CASUALTY PROMOTIONS 


Stanley M. Ward, Jr., and W. L. Francis 
Win Advancement 

The Maryland Casualty Company, Baltimore, 
has announced that Stanley M. Ward, Jr., and 
W. L. Francis, both of that organization’s per- 
sonnel, have been granted merited promotion. 
Mr. Ward, who has been acting as underwriter 
in the engine, boiler and machinery lines at the 
home office, has been made superintendent of 
that department and will now have control of 
its operations. 

Mr. Francis has been serving as underwriter 
for the sprinkler leakage and water damage 
coverages and has been made superintendent of 
the departments handling those lines. Both 
Mr. Ward’s and Mr. Francis’ divisions are un- 
der the direction of J. W. Rausch, manager 
of the section having charge of all these in- 
surances. Mr. Ward joined the Maryland Cas- 
ualty in 1902 and Mr. Francis joined in 1908, 
and the promotions have been earned by faith- 
ful and recognized service. 


Dr. W. A. Granville Resigns as President 
of the Insurance Economics Society 
W. A. Granville, Ph.D., LL.D., educational 

director of the United States National Life 

and Casualty Company and the National Life 

Insurance Company of U. S. A., casualty de- 

partment, has resigned as president of the In- 

surance Economics Society of America. Be- 
cause of the past activities of this society large 


Yenefits, hoth of an educational and financial 
nature, have accrued to.insurers and policyhold- 
ers in the accident and health insurance field. 
—_ Tawny eas = . 
*NDIANAPOLIS, Inp., November 296-—-M. F. How- 


a 2 5s : 
td, Greensbure, Ind.. insurance man, has accepted a 


Position as special re presentative of the Federal Surety 

so = ent, Ta., and will represent the 

the ee department of the company in 
State of Indiana. 


COLUMBIA CASUALTY EXAMINED 


New York Insurance Department Increases 
Its Surplus by $56,040 

The New York Insurance Department re- 
cently completed an examination of the Colum- 
bia Casualty Company of New York showing 
the company to be in excellent condition and 
giving unqualified approval of the methods 
under which its business is conducted. The 
examination, which was made as of December 
31, 1922, increases the company’s surplus by 
$56,040. 

According to the examination the company 
has total admitted assets of $4,083,099 and total 
liabilities, excepting capital, of $2,506,153 and 
a surplus over all liabilities of $576,946. The 
surplus to policyholders is $1,576,946. Since 
the beginning of its operations the company 
has suffered an underwriting loss of $859,320, 
which is in part offset by a substantial gain 
from investments. The report says that 
this loss is justified by the rapidity with which 
the company has written new business, thus 
requiring the setting up of large reserves. 


Standard Life Joins Accident and Health 
Underwriters Bureau 

The membership of the Bureau of Personal 
Accident and Health Underwriters has been in- 
creased to fifty-one by the election to its per- 
sonnel of the Standard Life Insurance Com- 
pany, Pittsburgh. The bureau now includes 
most of the large casualty companies in the 
United States as well as many life insurance 
companies which have accident and health de- 
partments or provision for some form of such 
insurance. 

Among the life insurance companies thus in- 
cluded in the bureau lists may be noted the 
Columbian National, A®tna, Connecticut Gen- 
eral, Equitable Life Assurance Society, Jeffer- 
son Standard Life, Federal Life, Metropolitan 
Life, Interstate Life and Accident, Manhattan 
Life, Lincoln Accident and Life, Reliance Life, 
Southern Life and Trust, Union Central Life, 
Provident Life and Accident, Pacific Mutual 
Life, Pan-American Life and Phoenix Mutual 
Life. 


Independence Indemnity Gets Thomas A. 
Dowling 

Thomas A. Dowling, former special for the 
United States Casualty Company in the New 
York city territory, has resigned from that 
post to enter the service of the Independence 
Indemnity Company, Philadelphia, as head of 
the automobile and liability department of its 
New York metropolitan branch. 

Before joining the United States Casualty, 
Mr. Dowling had gained much experience with 
the Employers Liability and the Hartford Acci- 
dent and Indemnity and had also spent about 
three years in brokerage offices. His accept- 
ance of the opening in the Independence In- 
demnity’s forces should prove mutually satis- 
factory to himself and that organization. 


—The Metropolitan Casualty Insurance Company 
of New York has been enrolled as a member of the 
National Bureau and of its branches, 
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CRITICIZES SURETY 
METHODS 





Sees Lack of Proper Investigation of 
Risks 





OLD-TIME METHODS RECALLED 





Joint Inspection Service Recommended by 
Observant Writer 


The observer of the evolution of the several 
major lines of insurance—designating these as 
life, fire, marine, fidelity and surety, and cas- 
ualty—finds much food for thought. His his- 
torical and comparative observations, extending 
not back to origins but only over the period of 
the last twenty-five years, led him to accept 
as indubitably correct that conclusion upon 
whicti the biologists are so fond of insisting, 
namely, that evolution is not synonymous with 
progress. He sees good reason for holding, with 
them, that evolution may be retrogression as 
well as progression. This judgment is particu- 
larly enforced in comparing the developments 
in the fidelity and surety business in the last 
quarter century with the developments in the 
other major lines. There have been growth 
and change in the fidelity and surety business, 
but kas there been progress? 

It may truly be said that a given line of in- 
surance is making progress in conducting its 
business properly, if, as the years pass, it takes 
more care in the selection of the risks it ac- 
cepts, and if, in each succeeding year, it adds 
to its endeavors to improve the quality of the 
risks it is insuring. How do the several major 
lines of insurance listed above stand in the 
light of this test? Without posing as an ex- 
pert in these lines, and in fact disclaiming 
specialized knowledge except in a narrow field, 
the recorder of these observations believes that 
it may fairly be granted that the life, fire, 
marine, and casualty lines have made progress, 
and very considerable progress, in the respects 
noted. He no less certainly believes that the 
fidelity and surety line has failed to progress 
in the respects noted, and indeed has retro- 
gressed and is not doing as good or as careful 
work in selecting and improving its risks as 
it formerly did. 

This is a severe indictment to bring against 
the fidelity and surety business. Is it war- 
ranted? The observer believes it would be 
useful if the companies engaged in this line of 
insurance would discuss the matter in the col- 
umns of the insurance papers, to the end that 
the facts may be established and the truth 
arrived at, and, if a remedy is required, a rem- 
edy may be proposed. 


Facts Must Be Known 

Selection of risks and improvement of risks 
are, in the first instance, a matter of inspections. 
A correct decision whether to accept a risk 
or to reject it, that is, a decision resting on a 
sound basis, cannot be made unless the facts 
pertaining to the risk are known. A recom- 
mendation for the improvement of a risk can- 
not he made unless the defects and demerits of 
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Inheritance Tax Computations 


‘Simplified For Life 
Insurance Underwriters 


A \Valuable Work On Inheritance Taxation 


By FORREST L. MORTON 


Inheritance Tax Expert 


A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. 


Complete to the end of the 1923 Legislative season. 


CONTAINS: 


Exact computation of tax for each State Property 
Taxable, by States, for both resident and non resi- 
dent decedents. 


Simple tables of beneficiaries, rates and exemptions. 


Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 


Price, in pocket size, $2.00 


THE SPECTATOR COMPANY 
CHICAGO “¢lling Agents NEw YORK 














FIVE NEW LIFE INSURANCE LEAFLETS 


DOES A YOUNG MAN NEED LIFE INSURANCE? 


This convincing leaflet makes plain the fact that to carry life insurance is 
not only a young man’s moral duty but is a declaration of his principles of 
thrift and foresight such as is today demanded by employers and by,the 
business world in general. , i sd. ee | 


GETTING THE MOST OUT OF LIFE! "® 


;The leaflet “Getting the Most Out of Life” preaches the folly of squander, 
ing money and the necessity of providing for self and family. It is a direct- 
concise appeal for the purchase of life insurance as a safeguard to success and 
a shield against poverty in later life. ce 


DON’T THROW AWAY THE LIFEBOAT 


This leaflet forcefully impresses upon the insured the value of the protec- 
tion he now has and argues against parting with it for any cause. It is the 
fourth leaflet written by Mr. Nash to prevent lapsation, the others being; 
At the End of the Road, Why We Don’t Live Forever, and Giving Yourself 
a Chance. 

The three leaflets above mentioned are by William T. Nash, the eminent 
and authoritative writer of many business-producing leaflets on life insurance. 


TO WIVES AND MOTHERS 

The important influence wielded by the women of the nation should not 
be overlooked. This leaflet graphically depicts, for their instruction, the 
danger of permitting their husbands to go uninsured and teaches the lessons 
of life insurance in unmistakable language. 


WHAT ARE YOU TRYING TO DO AND_HOW,_DO YOU 
EXPECT TO DO IT? 

Educational advantages are something to which every child has a right. 
Parenthood imposes an obligation to care for the mental as well as the phys- 
ical welfare of an offspring, and this praiseworthy leaflet shows how life 
insurance may be utilized to provide children with a proper education. 

These two leaflets by the well-known author Minor Morton embody the 
results of his practical experience in the life insurance field and carry con- 
viction. 

All these leaflets are handsomely produced and are of convenient size for 
enclosure in the ordinary mailing envelope. Descriptive circulars giving 
prices, etc., and sample copies furnished on request. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa, 


Assets - - - - $3,869,851.08 
Capital - - - - 750,000.00 
Surplus - - - 608,462.35 
Voluntary Cone eae 200,000.00 
Reserves - - - 2,311,388.73 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














it HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


’ NORFOLK, VIRGINIA 


Addres# Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 


Managing Under. 
Fire Dept. 


Vice-Pres. and 
Secretary 


President 

















INTERNATIONAL 


INSURANCE COMPANY 
of NEW YORK 


Statement July 1, 1923 


Premium Reserve............ $2,978,472.21 

Reserve for other Liabilities.. 892,857.96 

Capital Stock. .$1,000,000.00 

Net Surplus..... 1,456,496.77 2,456,496.77 
TOTAL ASSETS..... $6,327,826.94 


SUMNER BALLARD, President 
80 Maiden Lane, New York 
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the risk are known. These things are 
elementary. 

In life insurance, medical examinations, that 
; inspections, are made of the applicants for 
surance. In the opinion of the observer there 
has been increasing care in the making of these 
examinations. They are more rigorous than 
they used to be. So also, life insurance com- 
panies, and particularly the industrial life in- 
urance companies, are unceasing in their efforts 
to bring about better sanitary conditions, to 
still in the minds of their policyholders how 
‘0 prevent sickness and death, and to secure 
hetter measures on the part of national, State, 
and city governments to prevent disease. 
Possibly it may be objected that the things 
they propose are more effective in reducing the 
rigor of the environment than they are in in- 
creasing the vigor of the race, but the question 
isa disputed one and no final judgment can be 
pronounced without much further investigation 


aid study. 


EXAMPLE IN FrrE INSURANCE 

In fre insurance, the unceasing efforts of the 
*e insurance companies and the various 
ureaus and associations they maintain to better 
risks by inspections and recommendations and 
credits and debits in the rates, to awaken the 
public generally to the necessity of precautions 
to lessen the enormous fire waste, and to spur 
ity authorities to provide better fire protection 
and more adequate fire-fighting facilities, seem 
to one, who necessarily speaks as an outsider, 
as worthy of the highest praise. 

In the casualty insurance business, one ob- 
serves that the same thing has been going on 
as in the fire insurance business, namely, not 
alone unceasing efforts by individual companies, 
but also by bureaus and associations which the 
companies maintain, to better risks by inspec- 
tions and recommendations and by credits and 
debits in the rates. Much has been done to 
nrevent accidents. 

Very likely in fire insurance and in casualty 
insurance the entire credit does not belong to 
the companies. No doubt the stimulus and im- 
pulse have come, in part at least. from the In- 
surance Commissioners, from State commis- 
‘ions, from legislative enactments, and from 
demands for service from the policyholders. 
Put the fact remains, that from whatever source 
the incentive has come, in fire insurance and 
ineasualty insurance, as also in life insurance, 
and perhaps in considerable measure likewise 
in marine insurance, there has been and is a 
‘treng effort put forth to select the risks prop- 
erly and to improve the risks. 


Usep to INVESTIGATE 
Why is it that this same thing cannot be 
‘firmed of the fidelity and surety business? 
There was a time, some years ago, when a 
‘delity bond was not written without careful 
vestigation and inquiry in advance of the per- 
‘ons proposed to be covered under it. Then, 
'00, the bonds provided that the holder of the 
bond should have periodical audits of the ac- 
~— of the persons covered made. But now, 
“SC or no investigation is made in advance 





and there is usually no requirement for 
periodical audits. The inquiries and investiga- 
tions of risks for which depository and con- 
tract bonds are sought are far less searching 
and detaiied than they should be. If the re- 
corder of these observations sees accurately 
what is going on, he cannot escape from the 
conclusion that the companies have gotten to 
the point where they take a deal of business 
without the investigation which would give 
them sure and certain knowledge of the risks 
submitted to them for acceptance and without 
estabiishing all the feasible safeguards, thus 
relying almost wholly upon the principle of in- 
surance and hardly at all on the protection of 
selection and of insistence on the proper safe- 
guards. 
CoMPETITION BLAMED 

It has been extreme competition which has 
brought the business to this pass. Under the 
stress of competition, conservatism and common 
sense have come to appear old-fashioned and 
old-fogish. But conservation and common sense 
are virtues still and the question may well be 
raised whether they should not be reinstated 
to a cardinal position in the business. The 
companies, and in the end the insuring public, 
will be the gainers thereby. 

The observer desires to ask whether the time 
has not come for the companies to take con- 
certed action for the betterment of the busi- 
ness. In one sense competition is the life of 
trade—competition that is emulation in the giv- 
t service—but competition that is merely 
a wild scramble for business in defiance of con- 
safeguarding methods and in 
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servative and 
opposition to prudence and common sense is the 
death of trade eventually. The observer can- 
not but feel that the wise course for the com- 
panies is to go back to the old standards of 
full investigation and careful observation of 
risks while they remain on the hooks of the 
companies. 

The observer desires also to raise the ques- 
tion whether it is not desirable for the com- 
panies to institute a joint inspection service. A 
surety company, in executing a bond, practi- 
cally becomes the principal; it is in the same 
position as the principal. Should it, then, 
assume hundreds of thousands of dollars of 
obligation under a bond without knowing what 
is guing on? True, an inspection service is ex- 
pensive, but losses are more expensive still. It 
would seem that many of these losses might be 
prevented by provision for gathering and dis- 
seminating among the companies information 
that would be full instead of fragmentary, as 
apparently it too often is at present. A joint 
service would seem logical at least for those 
cases where a large number of companies, or 
indeed several companies, are interested in a 
single risk by occupying the position of co- 
sureties or by one company being the carrier 
in the first instance and the other companies 
reinsurers. 

CREDIT FOR PREMIUMS 

Still another respect in which the fidelity and 
surety companies appear to be deviating from 
sound and sensible practices is in the matter of 
giving credit for premiums. Apparently a 


Ee 


larger percentage of premiums are permitted to 
become overdue than formerly. A reform in 
this respect is urgently needed, for reasons 
which are obvious. 

Has the recorder of these observations stated 
the case fairly? He believes that there are 
many in the fidelity and surety business who 
think as he does about the divergencies from 
the uld-time, wise practices. Who will speak 
up and add his voice to the call for better prac- 
tices ? 

OBSERVER. 

November 27, 1923. 


CASUALTY COURSES TO BE GIVEN 


Insurance Institute of America Offers Aid 
to Men in This Branch 

The casualty insurance courses of the In- 
surance Institute of America, which are to be 
giver. under the auspices of the Insurance So- 
ciety of New York, will begin in that city 
within a few days and those who plan to attend 
shouid register at once at the library of the 
Society, 84 William street, New York city, as 
soon as possible. 

The fee for each course will be $6 and the 
first lecture in the junior course will be given 
on November 30, by Calvin P. Reid, manager 
of the liability department, claims division of 
the Travelers. The subject will be “The Law 
of Negligence.” The first lecture in the inter- 
mediate course is to be delivered by G. F. 
Micheibacher, secretary of the National 
3ureau of Casualty and Surety Underwriters, 
whose topic will be “Methods of Rate Making 
in Public Liability Insurance.” The date for 
this session is November 28, the time 5:15 p. m., 
and the place the Society’s library. The initial 
lecture of the senior course will be given on 
December 7, and the subject and speaker have 
yet to be announced. 

Dinner to Arkansas Industrial and 
Political Commission 

The Hotel Belvidere in Baltimore was the 
scene of a dinner last week, given by E. A. 
Hamilton, head of the Fidelity and Deposit 
Company of that city, to members of the 
Arkansas Industrial and Political Commission 
who are now on a trip East. Mrs. Hamilton 
acted as hostess to the 115 guests, among whom 
were Governor Ritchie of Maryland and the 
Mavor of Baltimore. 


Receiver for Cadillac Mutual 

J. W. Crooks of Le Roy, Ohio, formerly 
chief examiner for the Insurance Department 
of Ohio, was appointed Friday, November 16, 
special deputy commissioner for the purpose of 
protecting policyholders’ interests in the recent 
failure of the Cadillac Mutual Automobile In- 
surance Company of Cleveland. 





Royal Exchange Resigns 
The Royal Exchange Assurance has tendered 
its resignation, effective as of January 13, 
1924, to the National Automobile Underwrit- 
ers Conference. Notification that the resigna- 
tion has been accepted was sent out by the con- 
ference to its members last week. 
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North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











INTERSTATE CASUALTY CO. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 


SaL_t Lake City ALBUQUERQUE 
1015 Boston Building 112 South Third Street 


LOUISVILLE 
Gaunt & Harris 
Speed Building 











GOING -- GOING! 


Recently we published a list of States 
in which we had openings for direct Home 
Offce Agencies providing liberal first 
year commissions, splendid renewals, and 
an ideal arrangement for financing the 
Agency. . . oe . 

Following is the original list. 

Sioux City, Ia. 
*Kansas City, Mo. 
Topeka, Kansas 
Missoula, Mont, 
Helena, Mont. 


*Denver, Colo. 
*Huron, S. Dakota 





*Memphis, Tenn. 
*Indianapolis, Ind. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, Ill. 


*Cleveland, Ohio 
Columbus, Ohio 
Cincinnati, Ohio 


*Richmond, Va. 
*Knoxville, Tenn. 
*Nashville, Tenn. *Springfield, Ill. 
Chattanooga, Tenn. Des Moines, Ia. 
*Indicates that this territory has been closed. 


Behind the Agency contracts which we offer there are 42 
years of honorable dealing. The Company is purely mutual. 
It was one of eleven that did not cut dividends during the 
Influenza and War, in addition to which a new dividend sched- 
ule, substantially increasing the old one, was announced 
September Ist. 


Address in confidence 
O. J. LACY, 2nd Vice-President, in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE INSURANCE CO., 
Saint Paul 














FOR RENT! 


Austin Building, 111 W. Jackson Boulevard 
Chicago 
Available May Ist, 1924. Bank floor, approximately 3,800 
sq. ft., east end of building. Very desirable, light and airy, 
Also available immediately, few desirable small offices, 
This building is especially well located for insurance com- 
panies, brokers, bond houses, etc. 


Apply to Manager of Building, Room 501 
Or F. C. AUSTIN, Owner—Wabash 6835 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 











GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Ken’ucky, Ten- 
nessee, South Carolina, North Carolina, Georgia and Michigan. 


Address ERNEST C. MILAIR, Vice President and Sec’y, 














WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 











THE COMPANY. 
THE MANAGEMENT. 


THE TERRITORY. 


DANIEL BOONE, Jr.,President 


MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 

Backed and endorsed by the most substantial 
and influential business men in Kansas City. 
Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


JOHN M. SMULLIN, Secretary 


OKLAI 1OMA, 
The best territory 
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CLASSIFICATION OF 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy 
holders and prospects 


WORK OF 


REFERENCE—THE BEST 


T CHART 


Every Fire Insurance Agent 


business 


The Fire Insurance 
Pocket Index 


amount of 


condensed information, includ- 
ing Statistical Tables and Lists 


ALL STOCK FIRE INSURANCE COM- 


operating in the United States 


200 IMPORTANT MUTUAL COMm- 


ALL LLOYDS AND RECIPROCALS 


AGENCIES 


PREMIUMS 


PROFITS AND 


Information 


It is the Earliest Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


1 enables him 
his clients. 


PRICES 
Per copy, Manila Tag, 75 cents 
100 copies, with imprint $30. 


Special rates for large quantities 


COMPANY 


Publishers 


NEW YORK 











RUSSIAN COMPANIES’ STATUS IN 
QUESTION 
Superintendent Stoddard Furnishes A ffi- 
davit Regardng Basis of His Actions 
—Remission of Funds Is Fulcrum 
of Court Appeal 
The action on mandamus proceedings 
brought by the Salamandra Insurance Company 
of Petrograd to permit it to send abroad its 
surplus funds in the trustee’s care came up in 
Part I of the New York Supreme Court last 
veek. The case is the first of those involving 
Russian companies whose original home offices 
have been abolished or whose original directors 
cannot be properly determined due to the up- 
heavals in their home country. H. J. Drake 
acted as counsel for the Insurance Department 
and the law firm of Thompson & Massey repre- 

sented the Salamandra Insurance Company. 
insurance Superintendent Francis R. Stod- 
dard, Jr.. of New York, submitted an affidavit 
in which he stated his reasons for refusing the 
remission of the funds in question until the 
matter had been decided by a proper court. 
Mr. Stoddard said that the nationalizing and 
confiscation of all insurance companies of Rus- 
sia by the Soviet government’s degree in 
December, 1918, created a situation which was 
responsible in a large measure for his action. 
He stated that although the Russian govern- 
ment was not now recognized by the United 
States authorities, it might be at some future 
date and the Soviet officials might then claim 
the funds of the Salamandra now in the In- 
surance Superintendent’s care by virtue of the 
decree of 1918. Mr. Stoddard showed that the 
company in question was now doing business 
outside of Russia through its directors elected 
at the last meeting in Petrograd and that these 
men were continuing in office by reason of a 
proviso in the charter of the Salamandra that 
directors’ meetings be held in Petrograd. This 
was now impossible due to the conditions in 
Russia, and the directors therefore met and 
irance Company 
which the 
Salamandra of Russia transferred all its lia- 


formed the Re Salamandra Inst 


of Copenhagen, Denmark, to 





bilities with the consent of such stockholders as 
reached and that a consideration 


all of the funds of the Russian company were 





turned over to the Denmark organization. 

The claim against the funds of the Sala- 
mandra of Petrograd was made by Meinel & 
Vemple, Inc., United States managers of the 
Salamandra of Denmark, but Mr. Stoddard’s 
affidavit said that he did not believe that the 
power of attorney given the United States 
managers authorized them to collect the funds 
in question and that for this reason and for 
the additional reason regarding the Soviet gov- 
ernment, he had sought court opinion on the 
proposal. Counsel Drake. for the Insurance 
Department, presented substantially the same 
argument as contained in Mr. Stoddard’s 
affidavit and at its close stated: 

The question is also raised as to whether 
the company can legally be continued in exist- 
ence anywhere outside of Russia, after the 
established government of its home country has 
terminated its existence there, because of the 
fact that countries in which the business of 


13 





the company is being transacted have not for- 
mally recognized the Soviet government, so as 
to permit it to make its decree effective in those 
countries and thereby completely exterminate 
the company. 


D. W. CRANE PROMOTED 
Ohio Farmers Elects Him Assistant Secre=- 
tary 

D. W. Crane was elected secretary of the 
Okio Farmers Insurance Company by the board 
of directors at their regular meeting on Thurs- 
day, November 22, to succeed W. FE. Haines, 
resigned, who held that office for fifteen years. 
Mr. Crane has been an assistant secretary. 

The rise of Mr. Crane to prominence in the 
insurance world has been rapid since joining 
the Ohio Farmers’ organization in July, 1922. 
As a special agent he made himself invaluable 
to the company and to agents in Ohio. The an- 
nouncement of his election as assistant secre- 
tary was made July 1, 1923, and now his selec- 
tion as secretary makes him one of the young- 
est principal officers of any of the larger com- 
panies. 

Mr. Haines has not severed his connection 
with the company, having been elected to the 
office of actuary. 


Becomes Assistant Manager of Atlas 

The Atlas Assurance Company, Limited, of 
London, England, has made the appointment of 
Richard T. Butler as assistant manager for the 
New York branch. Mr. Butler has served the 
Atlas and the Manchester, before the merger, 
for a continuous period of twenty-nine vears. 

As general agent, he has, for the past seven 
vears, had charge of the company’s operations 
in New England and the States of New York 
and New Jersey, his previous experience in- 
cluding many years of actual field work. 


New Commissioner of Illinois 

Cuicaco, Irt., November 26.—Alex. J. John- 
son, publisher cf The Swedish Courier here, 
was appointed this week by Governor Small as 
Illinois Insurance Superintendent to succeed 
Thos. J. Houston. Mr. Johnson is well known 
in Chicago, of which city he has been a resi- 
He has been connected 
with The Courier for thirty-five years and 
has been a popular and prominent figure in 
politics. He was appointed on the civil service 
commission of Chicago by former Mayor Wil- 
liam Hale Thompson. 

He was, in 1921, appointed a member of the 


dent since early youth. 


Illinois Commerce Commission which latter 
position he has resigned in order to fill the 


more recent appointment. 


Death of W. D. Despard 


Walter D. Despard of New York, long a 
prominent figure in marine underwriting, and 
president of the Union Hispano Americana 
Fire and Marine Insurance Company of New 
York, died this week at his home in West 
Bronxville. He was also a director of the 
Safeguard and of the London & Lancashire 
Indemnity Company of America. 
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won cone BURGLARY F e W h ry C e ! 
ACCIDE! CREDIT reezing Weather 1s Coming! 
AUTOMOBILB LANDLORDS 

TEAMS ELEVATOR 

COMPENSATION Sid BASS b GENERAL LIABILITY 

eS SAN 
Established Fase - 1869 
LONDON GUARANTEE & ACCIDENT CO., Ltd., °F t2N5o" 
Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 








C. M. Berger, Deputy Manager; E. W.JfLang, Resident Manager, 90 Maiden Lane, N. Y 
ci mee ig reer Office — 
00 uilding, 512-514 Walnut Street, iladelphia, Pa. ae Ss nets ; bs : 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mass, Freeze-ups are the most frequent causes of leakage in 
—— $+ sprinkler systems. Beat Jack Frost to it by providing 


sufficient Sprinkler Leakage Insurance for all your pros- 


FIELD PRACTICE acme 
AN INSPECTION MANUAL Ask The Continental ‘‘Special’’ about our expert rate 
For Property Owners, Fire Departments and Inspection Offices checking and schedule service on sprinklered properties. 


cm—==ssen 1922 Edition 
This well-known pocket manual is a standard guide in relation to common fire A copy of our pamphlet “When Sprinklers Mis- 
behave,’’ describing the causes and effects of 


hazards and their elimination or reduction, and also as to Sprinkles Kesikave willie cisiled discus t 
Fire Protection and Upkeep. = . i - _ 


The general subjects which are treatedin much detailin this valuable book, are: 
Lighting Hazards—Heating Hazards—Miscellaneous Stationary Heating Devices Requiring THE CONTINENTAL INSURANCE COMPANY 
Special Treatment—Commonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 


“AMERICA FORE" 




















Ecpasips ants Shoes Te @eectoegs cibocling Mouse Gaamece-doneualle Epiiehoere--ttaher Eighty Maiden Lane, New York, N. Y. 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appli Fire Protectionin General 
Price per copy in substantial binding, $1.50 
THE SPECTATOR COMPANY NENRY EVANS 
CHICAGO NEW YORK Chairman of the Board Cash 
Capital: 





NORMAN T. ROBERTSON 
UNION HISPANO AMERICANA President 


FIRE AND MARINE 


Ten Million Dollars 





““AMERICA FORE” 


INSU RANGE COMPANY New York Chicago Montreal San Francisco 







































31 SOUTH WILLIAM STREET 


New: York 


MARINE icin beh ia aeal AGENTS AND BROKERS! ADD TO YOUR 
INCOME! 


LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


INCORPORATED 1832 SURETY BONDS 


Virginia Fire and Marine BY EDWARD C. LUNT ' 


































TELEPHONE BROAD 4478 








INSURANCE COMPANY OF RICHMOND, VA. A well known surety official and underwriter of long experience 
January 1, 1923 5 — 
Reserve for Unearned Premiums.............. 1,161,651 .5$ 
(ther Sisbllities...........-..----...00c0-5 329/994 01 THE CHAPTER TITLES EMBRACE 
Capital REED ck chat as $500,000 .00 Preliminary and General Topics ; Judicial Bonds 
N 1 1 079.671 93 The Underwriting of Fidelity Risks from Contract Bonds 
PE NSRING oie Siri wala iicis su oie 079,671 .2 the Standpoint of the Principal Depository Bonds 
er Und iti f Fidelity Bonds f th * tent 
Surplus to Policyholders.................. 1,579,671 .23 ‘Standpoint of the re $ from me Fiduciary Bonds . 
GLA Oe Special Classes of Fidelity Bonds The Custody of Collateral Security 


Prohibition Bonds 














AWERMUABBEES foes. cid Sve ote ceo $3,071,316 .74 Position Fidelity Bonds Se ciated 
Wm H. Palmer, President E. B. Addison, Vice President Special Fidelity Bond Topics ene and Permit Bonds 
B,. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary Bankers’ Blanket Bonds Special Classes of Surety Bonds 
( J. C. Watson, Treasurer J. M. Leake, General Agent Public Official Bonds—General Consider.-  Automobile-Conversion Bonds 
tions A Diffident Word to Home Office Execu- 
Public Official Bonde—Certain Important ‘ we edettaui 
i uggestions to Agents 
ACTUAL MARKET VALUES USED FOR ALLSECURITIES Species of the Genus ag Q 
Organized 1855 January 1, 1923 TABULAR INDEX—FIRST AID TO AGENTS 
. An appendix contains a Tabular Index which is described as “First Aid to Agents,” and 
which, with notes, occupies 12 pages. It lists about all the important kinds of bonds that 
commonly come up in the day’s work, shows the classification of each, lists the page of the 


OF NEWARK General Manual where it is treated and the section of this book where it is dealt with, and 
refers to notes giving general underwriting information about particular bonds. 


Cash Capital, ee ieee $2,250,000.00 Surety Bonds contains 370 pages of information which will be found of great service by 
Net Surplus, os «@ * 4,4360,386.20 surety underwriters, agents and brokers. 
Surplus to Policyholders, 6,686,386.20 Price per Copy, $2.50, Delivered. Discounts in Quantities. 


Total Assets, . . . ~. 15,690,687.21 
EASTERN DEPARTMENT WESTERN DEPARTMENT THE SPECTATOR COMPANY 


NEAL BASSETT, President NEAL BASSETT, Pres. & Mer. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT Sec’y & Selling Agents 
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‘TO LIQUIDATE COMPANY 


Fred A. Vaughan Appointed Receiver for 
Ohio Valley Fire and Marine 

Fred A. Vaughan, Secretary of State in 
Kentucky, has been named receiver for the 
Ohio Valley Fire and Marine Insurance Com- 
pany of Paducah. Mr. Vaughan was in Paris, 
Ky, at the time of his appointment and at once 
surnished bond and retained H. M. Collins of 
Frankfort as his attorney. Insurance Commis- 
joner Wash secured a temporary injunction re- 
training the Ohio Valley Fire and Marine from 
ontinuing business after an investigation of 
ts aflairs and the injunction order was sub- 
sequently made permanent, Mr. Vaughan then 
peing made receiver. 

The Mississippi business of the company was 
rinsured in the Pacific States Fire Insurance 
Company of Portland, Ore., but such insurance 
companies as were approached just before the 
Ohio Vallev’s failure did not care to consider 
favorably the matter of reinsuring the business 
{the organization. One of these reinsurance 
als is reported to have fallen through imme- 


jiately prior to the death of President Fisher 
iid it appears that the present problem is to 





raise encugh money to pay unearned premiums 
The matter 
i such payments, however, may be provided 


nd outstanding losses on policies. 


jor under the Kentucky law which makes stock- 
holders in insurance companies and banks liable 
jor double the amount of their stock subscrip- 
The question as to whether or not there will 
be conflict between the county courts of Frank- 
lin and McCracken raised by 
James C. Utterback of the City National Bank 
{ Paducah, to whom the Ohio Valley Fire and 
\larine made an assignment and who gave bond 
ff $100,coo. Mr. Utterback states that Insur- 
ance Commissioner Wash was present when the 


counties was 


assignment was made and that no receiver is 
required. The issue between the two county 
ourts is thus brought up and is further com- 
plicated by the plans of W. A. Berry, an attor- 
ney of Paducah, who contested the original ap- 
plication for an injunction and who intends to 
arty the case to the court of appeals in striv- 
ig to have Mr. Vaughan deposed as receiver. 


Virginia Field Men Meet 

The Virginia Field Men’s Club held its semi- 
amual meeting in Washington on November 

George McG. Goodridge, State agent for 
Fund Fire and 
larine, was elected president, succeeding D. E. 
Vit. special agent of the automobile depart- 
ment of the Home of New York. E. B. Travis, 
North Carolina Home, 
Massachusetts Fire and Marine and the Roches- 
te department of the Great American, was 
lected vice-president; while D. 1. Coulbourn, 
necial agent of the National of Hartford and 
the Mechanics and Trader, was elected secre- 
lary and treasurer. 
The executive committee held a meeting in 
ie morning, and following the business ses- 
‘on in the afternoon, a dinner was served at 
te Raleigh Hotel. There was a good at- 
lendance, 


the Fireman’s and Home 


‘necial agent for the 

















FIRE INSURANCE TOPICS 











NEW YORK SURVEYS 

Explosion Insurance Required.—In the 
renewal of a lease of a rather important prop- 
erty for a period of twenty-five years the owner 
is demanding that in addition to fire insurance 
there shall be carried by the lessee expiosion 
insurance. He was asked if he meant boiler ex- 
plosion insurance and he stated that he did not 
mean that, which, of course, would have to be 
carried, but insurance to cover a loss due to 
explosion of any kind. 

Too Near Together.—We noted the other 
day the arrangement for the meeting of two 
important committees whose just position was 
suggestive. On one day the committee on fire 
prevention met and on the next day the com- 
mittee on met. Possibly the 
shculd have preceded the first. 

Are the Losses Decreasing?—While the 
reports of the loss committee show a decreas- 


arson second 


ing loss, it is doubtful in 
quarters whether they indicate the true state of 
This is due to the fact 


creasingly 


considered some 


affairs. that the in- 
growing practice of not settling 
losses through the committee has a tendency to 
make the figures somewhat less reliable than 
they were considered some years ago. An ex- 
pression of opinion, at least from several, is to 
the effect that their own records do not sup- 
port the lessening of losses which the commit- 
tee’s figures show. 

A Case of Popularity. 


ance course of the Insurance 


The marine insur- 


Society is suffer- 
ing a little bit from a case of popularity, due 
to the fact that a hall of suitable size is not 
available in the downtown district at the noon 
hour. The registration is 170 and it takes a 
little bit of packing to get that many into a 
room cf the New York Board of Fire Under- 
writers. 

Fire Alarms and Losses in New York City 
in the Ten Years, Inclusive 1913 to 1922.— 
According to the report of the fire depart- 
ment there were 145,676 alarms. The depart- 
ment estimated the property loss due to these 
fires at $128,245,647. This was an average of 
about $880 for each fire alarm in the ten-year 
period. 

The 
period is the progressive increase in the num- 


significant thing about this ten-year 
ber of fire alarms in the last three years. In 
1920 there were 14,638 alarms, in 1921, 16,350, 
and in 1922, 18,757. The increase of 1921 over 
1920 Was approximately 15 per cent and the 
same percentage of increase was made in 1922 
over i92t. Another significant fact is that in 
the three years mentioned the average loss per 
1921, $1235; 1922, 


alarm was: 1920, $1284; 


$1212. 

This should be noted in comparison with the 
loss for the ten-year period of $880 per alarm. 
It also is significant that there has been no 
diminution of loss per alarm in the last three 


years or it has been so slight as to be of no 


15 


moment, considering that the number of alarms 
have steadily increased. 


BOSTON AND VICINITY 


The Boston Exchange.—The new Boston 
Insurance Exchange Building on Broad street 
will be ready for occupancy March 1, accord- 
ing te Hayes & Read, agents for the building. 
All the space with the exception of the first 
and second floors, which it has been agreed 
cannot be occupied by insurance interests, has 
been taken by various agents with the exception 
of a small portion of the third floor. Among 
those who have definitely agreed to take space 
in the new building Board, 
Boston Clearing House Association, John C. 
Paige & Co., Field & Cowles, Patterson, Wylde 
& Windeler, Gilmour, Rothery & Co., Hinkley 
& Woods, Dewick & Flanders, Arthur W. 
Burke (tna), Cyrus Brewer & Co., Russell 
& Fairfield, W. A. Hamilton & Co., Ocean Acci- 
dent, Hollis Perrin & Fitzpatrick, Wheelock & 
Serrat, Edward M. Peters & Co., Fidelity and 
Deposit, Continental Casualty, Massachusetts 
Plate Glass, Springfield Fire and Marine, Fred 
C. Church and Henry R. Dalton. 

Underwriters Bureau Reports.—The an- 
nual reports of the Underwriters Bureau of 
New England show that of 361 cases of 
sprinkler leakage 142 losses were due to freez- 
ing, 81 to high temperature, 43 to mechanical 
injury and 50 to defective sprinklers. Tabula- 
tions for four years show 43 per cent of the 
losses due to freezing, 20 per cent to high 
temperature and 15 per cent to defective 
The fire losses were larger than 
ever before reported by the bureau, the total 
loss for all fires being $7,460,337, as against 
$3,864,795 last year. The loss at the Shepard 
Stores, Providence, was the largest loss in a 
sprinklered building ever reported by the 
bureau and amounted to over $1,400,000. The 
number of fires in sprinklered buildings was 
646, with an average loss per fire of $5318, 
while the number in unsprinklered plants was 
179, with an average loss of $17,904. There 
were also 44 fires in street railway properties, 
with a total loss of $490,318. The following 
officers were elected: Secretary, Gorham Dana: 
Neiley; new members of 
Boston Insurance Com- 
panv, Phoenix of Hartford, North British and 


are: 3oston 


sprinklers. 


treasurer, George 


executive committee: 


Mercantile; membership committee: Home, 
Employers Fire and Security. 
The Missouri Situation—The Missouri 


reciprocal-retaliatory situation continues to be 
the principal topic for discussion in the insur- 
ance district. The daily Boston papers are now 
giving some attention to the matter and St. 
Louis dispatches stating that Missouri agents 
of Massachusetts companies have asked an in- 
junction to compel Ben C. Hyde, Missouri In- 
surance Superintendent, to recall his announce- 
ment aroused considerable comment. 
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Union Central Building 


Ten Thousand Leads in One Month 


“‘It is the cooperation which I have had from the Union 
Central and its Officers that binds and ties me to the 
Company.”’ 

This is only one of the many expressions of ap- 
preciation from our Agents—10,000 leads in one month 
were furnished from one circular alone—Such ‘“Team- 
work”’ insures success to Union Central Agents. 


For Agency relations write the Home Office 


The Union Central Life Insurance Co. 
Cincinnati, Ohio. 


Thursday 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00 
with premiums payable weekly. , 


CONDITION ON DECEMBER 31, 1922. 





Assets...... SecaeerSyaxeie Sake olen SiereTeTS Pa te 32, 
RN oii hiss: aa covmvaeoaaeee ' 28 'b1a eer oy 
Capital and Surplus..............00.0eeeee. 4,121,111 .55 
DBSTPANCE ATICE OREO wis oie 5d ace. save wo ac a.s oreuanoene 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- ; 
IZATION 6:0-ciccsiero seas ticeraiive Hanh ovo ay Menor takers es $30,051,860 .92 


JOHN G. WALKER, President. 








1923 Supplement 


Insurance — New York 


At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923 Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. 


There are also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INS!IRANCE EXCHANGE NEW YORK 














Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 
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CHRISTMAS AND LIFE INSURANCE 


A Workable Plan for Largely Increasing Sales During December 


GENCY managers and editors of com- 

pany papers do not overlook the oppor- 

tunity that the Christmas season offers 
to sell life insurance. Agents who heed their 
tips prefit as a result of intensive canvassing 
during December. 

There are two reasons why it is relatively 
easier to sell life insurance at Christmas time 
than during any other season of the year. The 
first is a purely psychological reason. Men 
and women are spending money for everything. 
Approached by a plausible agent with an attrac- 
tive insurance proposition, they will buy a 
policy almost as readily as they will part from 
their money for some glittering gewgaw dis- 
played in a shop window, festive with red and 
green decorations; or will respond to an ap- 
peal for some charity, which at any other 
time would leave them indifferent or cold. 

The second is that it is easy to reach a pros- 
pect through sentiment at Christmas time. Ask 
a father if Santa Claus would continue to 
come to his home through the years, no matter 
what happens to him. The answer is an in- 
stalment policy. 

No matter for what purpose the insurance 
is taken—whether it is just a small policy to 
provide an annual remembrance at Yuletide, 
whether it is for an educational fund, or to 
pay off the mortgage on the home, or a monthly 
income, there is no more appropriate gift 
from a man to his family than a policy of life 
insurance. The slender jacket, with its im- 
portant-looking folded document inside, may 
seem strangely out of keeping with the candle- 
lit tree, the festoons and the holly; it may 
seem to have no place among the tinseled toys 
which bring smiles of delight to childish faces. 
In a few months, these same toys will perish 
into broken bits, and will be forgotten; even 
gifts for the grown-ups are not much more 
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enduring, but, surely Santa Claus can lift from 
the glittering tree no more substantial token 
of a father’s love and foresight than a policy 
which will protect his family when he is gone. 


AGENTS SHouLtp Becin To Work EARLY 

A much larger volume of insurance could 
be sold at Christmas time, if agents would he- 
ein earlier, and would work according to a sys- 
tematic plan. The “Shop 
adopted by merchants a few years ago has 


Early” slogan 


heen fruitful of increased sales. Agents, how- 
ever, will have to alter the slogan slightly to 
“Sell Karly,” because life insurance is not yet 
appreciated to the degree that those who need 
it will walk up to the counter and buy it. 
The first step necessary is the preparation 
A. Schefer, a 
young man connected with the actuarial de- 
partment of the Life Insurance Company of 
Virginia, who is interested in salesmanship and 


of a select list of prospects. E. 


salesmanship methods, recently made a timely 
suggestion in this connection. 


A PractTIcAL PLAN 

He suggested that those who have carried 
accounts in thrift or Christmas clubs could be 
persuaded to take at least a portion of such 
savings and buy life insurance. Mr. Schefer’s 
interest in the subject led him to make inquiry 
at one of the banks in Richmond. He ascer- 
tained that this bank had over 7000 such ac- 
counts on its books, some of them as large as 
$300 and $400; he found that the bank would 
be willing to furnish him with a list of the 
depositors. 

There is hardly a hamlet or village in the 
country in which one bank, possibly more, does 
not operate such a club. In nearly every in- 
stance these banks would be glad to co-operate 
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with an insurance agent, at least to the extent 
of giving him a list of the depositors. 


PLAN Serves Aus. INTERESTS 

Such a plan is not only workable, but happily 
it is a good thing for all parties at interest. 

First—It means that a large number of 
temporary savers will be turned into perma- 
Banks are always pleased to 
have suggested to them any incentive they may 
offer to their customers to continue their ac- 
Money will be saved year after year, 
and deposited in the bank against the insurance 
premium falling due in December. The list 
of members of the thrift or Christmas clubs 
not only contains many prospects for life insur- 
ance, but it is a nucleus around which the agent 
will build; it will lead to other prospects, who 
in turn will join the bank’s ‘Christmas Club; 
the tendency, therefore, is to increase the bank’s 
business as well as to make it permanent. 

Second.—Money saved, if squandered, or 
spent accomplished 
nothing in so far as the saver is concerned. 
Members of clubs who turn their accounts into 
premiums on life insurance policies are put- 
ting it to a far better purpose than by reck- 
lessly spending it for trifles. They are bene- 
fiting themselves and their families. 

Third—The agent who uses the system will 
largely increase his commission voucher. Mr. 
Schefer observed, very correctly, that some 
agents could sell enough insurance during 
December alone to enable them to qualify for 
membership in their companies’ Hundred Thou- 
sand Dollar Clubs. 
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All signs of the times point to a closer union 
(Continued on page 22) 
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Consulting Statistician, Prudential Insurance Company of America 


HE annual reports of the International 

Typographical Union contain a consid- 

erable amount of information regard- 
ing the Union’s mortality experience in con- 
nection with the administration of a mortuary 
fund, which may be accepted with entire con- 
fidence as reasonably trustworthy indications 
of health progress in the printing trades dur- 
ing the last decade. It does not seem neces- 
sary for the present to extend the investigation 
beyond the year I9QII, since the general facts 
were summarized in a report on the “‘Hygiene 
of the Printing Trades,” published by the 
United States Bureau of Labor in 1917. The 
reports on the mortality are for the fiscal 
years ending June 30. 

The reports of deaths are according to the 
date when claims were paid and there is, there- 
fore, a slight over-lapping of deaths recorded 
subsequent to the month for which a report is 
made. The monthly reports of the union con- 
tain a statement in detail of the causes of 
death and the age at death, which, however, 
represents all claims paid and not necessarily, in 
fact, rarely, ali of the deaths occurring during 
the month under consideration. Sometimes, in 
fact, death claims are paid many months after 
their occurrence. 

A detailed analysis of the mortality for the 
last five years by date of occurrence is in 
progress, but for the present, perhaps, the 
available annual reports would seem sufficient 
for the purpose of disclosing the trend of the 
mortaliy, with, of course, a due regard to the 
membership affected. The table following will 
show the total membership, the deaths from 
all causes and the rate per 1000 for the period 
IQII-1923: 


MORTALITY EXPERIENCE (ALL CAUSES) 
INTERNATIONAL TYPOGRAPHICAL 











UNION 

1911-1923 
Year Membership Deaths Rate Per 

1,000 

|) 51,095 639 12:5 
|) |b 53,807 655 12.2 
oD eae 55,614 6387 12.4 
Lt See 58,537 713 12.2 
1915 59,571 696 ih eg 
a 60,231 755 i2.o 
i | ae 61,350 825 13.4 
. See 62,661 849 13.5 
WORE s 5550.0 65,203 1,142 17.5 
1911-19.... 528,069 6,961 13.2 
rere 70,945 783 11.0 
| eee 74,355 730 9.8 
ae 68,746 818 11.9 
ee 68,144 804 11.8 
3,135 iS 


BUBO-23 ... .0.0.5 282,190 


This table shows that there has been a mod- 
erate decline in the death rate from an average 
of 13.2 per 1000 during I9QII-19 to an average 
of 11.1 per 1000 during 1920-23. The rate has 
been as high as 17.5 during 1919 and as low 
as 9.8 during 1921. As shown in a subsequent 


table the average age at death has increased 
from 49.1 years in IQII to 54.4 in 1923. Con- 


sidering the high average age of the present 
membership, the rate of 11.8 per 1000 may be 
considered an index of healthy conditions on 
the whole conforming to modern expectations. 
A further reduction in the rate of mortality 
is a question of fostering progress in matters 
of personal hygiene rather than of public hy- 
giene. Attention to the latter is now reason- 
ably satisfactory throughout most of the print- 
ing plants of the country both on the part of 
the proper authorities and the employers. 

The annual summarized returns differentiate 
nervous diseases, genito-urinary diseases and 
respiratory diseases, the latter including, of 
course, pulmonary tuberculosis, which is gen- 
erally looked upon as a predisposing cause of 
death in the mortality experience of employees 
in the printing trades. The table following 
eives the actual deaths from these three groups 


of diseases and the returns per 100,000 mem- 


Thursday 


bers for respiratory diseases Separately con 


sidered : 


consideration reveals facts of value and impor. 


tance. Accidents have certainly not increaseq 
in proportion to the membership, and the same 
is true of suicides, which have, on the average 


been less frequent during the last four years 
than during the nine years preceding. Of the 
mortality from all causes numbering 10,096 
deaths, 246 deaths during the last thirteen years 
were the result of immediate war casualties, 
The actual war mortality was larger. 

I have made a special analysis of deaths from 
cancer and sarcoma which is of exceptional 


interest. 


The fourth table shows the member- 


ship, the average age at death, deaths from 
cancer and sarcoma and the rate for all malig- 


nant diseases combined for 100,000 membership 


for the period 


igtt-23. The average cancer 


death rate during I91I-19 was 54.5 per 100,000, 
showing fluctuations from a rate as high as 


68.5 during 1917 to a rate as low as 28.5 during 
1915. During the last four years the rate has 


progressively increased from 6 


14 


during 1920 


to 82.0 during 1921 and 82.9 during 1922, reach- 
ing the really extraordinary figure of 1145 
during 1923 and an average rate of 86.5 dur- 


MORTALITY EXPERIENCE (SELECTED CAUSES) INTERNATIONAL TYPOGRAPHICAL UNION 


1911-1923 


Genito- 

Year Membership Nervous Urinary Respiratory Rate Per 

Diseases Diseases Diseases 100,000 
1911 - 51,095 72 60 108 211.4 
BONS a, d.ccstapiacth RAW Re 48 53,807 7s 76 224 416.3 
1913 505,614 91 68 210 377 .6 
cy ar ra 58,53 107 yah 193 329.7 
Sees a 59,571 96 82 198 332.4 
1096... nc conse 60,231 94 87 208 345.3 
ES «ashes hae taea Gare woe aS larares 61,350 74 107 216 352.1 
1918........ 62,661 113 98 244 389.4 
Ce 65,203 $6 72 489 750.0 
3 Ut CS |, re 528,069 $11 721 2,090 395.8 
1920.. 70,945 8s 73 248 349.6 
1921 74,355 89 64 160 215.2 
1922... 68,746 105 86 175 254.6 
1923. 68,144 100 63 208 305.4 
282,190 382 285 791 280.3 


1920-23 





According to this table the average death ing the four years combined: 


rate for respiratory diseases during I9II-10 
was 395.8 per 100,000, and the average rate 


2 





during the 


000. ‘The rate has been as high as 
1919 as the result of the 
alence of influenza and as low as 215.2 during 
i921. The rate increased during 1922 and 1923, 
also largely, no doubt, as the result of pneu- 
monia-influenza prevalence. 

The table shows that there has been no pro- 
nounced increase in either nervous or genito- 
urinary diseases. In fact, the latter are less 
commen at the present time in proportion to 
membership than in years previous to 1920. 
This is of particular significance in view of 
the frequent assumption that liability to lead 
or other metallic poisons increases the mortality 


from renal 


The third table shows the actual number of 
deaths from accidents, 
suicides and war casualties. 

This table reveals nothing of very particular 
interest, but the mortality from miscellaneous 


period 1920-23 was 280.3 


diseases. 


750 during 


miscellaneous 


bond Massachusetts Mutual 


prev- 
of Springfield 


Incorporated in 1851 


insuring public with all that is best 
insurance. During the sevent 


and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencie 





causes when subjected to a critical detailed . 
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Insurance Company 


Muss. 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 


years of the Company’s history its policy- 
holders have ever been its loyal friends 
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rights. 


Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 











MORTALITY EXPERIENCE (MISCELLANEOUS CAUSES) INTERNATIONAL TYPOGRAPHICAL UNION 


1911-1923 





Miscellaneous Accidental Suicide War 


Deaths 





Year Membership Causes Deaths Deaths 
Woy oe ce prene alereceae 251 41 17 — 
foi. Mera ee treed one reo: 229 24 24 — 
1913. 273 28 17 cae 
EE Es Ate otc acess 286 26 20 — 
MRE eee eile Oaee iol nz iia ca eenre ene iets 270 32 17 — 
SERS ertrurno Or araer sere ere 315 31 20 — 
| 1) eRe enrne rice en erento ator at Cte 358 20 14 36 
SREP rer err eT er Te Cee RT eS ee eae 305 38 12 39 
PME Sc ner n ett ean ake ia ohne reer E LO Tea ta arate 302 37 8 148 
ORR NG cos carne oie aac owas wswiale ee ele eecd paces 2,589 277 149 223 
(UMAR Grains aeiegrarsoy Oy irae apa orem ac eric eae 70,945 322 25 7 20 
po Re arse mr cre yrarys ioed ee ree : 74,35: 369 31 15 2 
Me a ae woe eae ee ee : oe 68,746 427 17 7 1 
(AIRS pa ears perce Fararirsi ar cre eter nn per Se bs 68,14 392 27 14 _ 
ok oe eter nee eaea aera eet eaters 282,190 1,510 100 43 23 





As pointed out, the average age at death 
has increased from about forty-nine years dur- 
ing the first four years of the period to about 
fifty years during the next five years and to 
about fifty-four years during the last four 
vears of the period under review. There has 
been no material change in the average age 
during the last four years, during which the 
cancer death rate has increased from 68 per 
100,000 to 115. Malignant diseases in the ex- 
perience of the Typographical Union are, there- 
fore, unquestionably on the increase, conform- 


ing in this respect to the observed increase i1 
cancer throughout the country at large. Con 
trol of cancer depends essentially upon the 
education of the laity with regard to the su- 
preme importance of the earliest possible recog- 
nition of the disease and its earliest possible 
treatment. 


I have also re-examined in some detail into 


the mortality from genito-urinary diseases and 
deaths from lead poisoning. Table 5 shows 
the mortality in detail from Bright's disease, 
diabetes, gall stones and other genito-urinary 
affections, also deaths from lead poisoning. 
The preceding table is a revelation of un- 
Deaths from 


Bright's disease have declined from an average 


perceived mortality changes. 


of 54.0 per 100,000 during 1911-19 to 25.2 dur- 
ing 1920-23. A maximum rate for Bright’s 
disease was reached in 1917 at 66.8 per 100,000, 
while the minimum rate for 1923 was only 19.1. 
The average age at death of the membership 
in the meantime has increased, as stated before, 
from about forty-eight years to fifty-four 
vears. 

Deaths from diabetes show a slight increase 
100,000 during I9QTI-19 to 21.3 


during the period 1920-23. 


from 18.0 per 
In this respect the 


experience of the International Typographical 


MORTALITY EXPERIENCE (CANCER) INTERNATIONAL TYPOGRAPHICAL UNION 
1911-1925 


Aver ye 
Age a 


Death 


49.1 
48 
49 


ue 
rOENDNNR 


on 
> 
mm OO LD 


1920-23 . 


I 


282,190 





Cancer 

Cancer Sarcoma and Rate Per 

Sarcoma 100,000 
32 32 62.6 
30 30 55.8 
29 > 29 52.1 
29 29 49.5 
16 1 17 28.5 
36 36 59.8 
38 4 42 68.5 
38 38 60.6 
35 - 3” 53.7 
283 5 288 54.5 
48 _— 48 67.7 
59 2 61 62.0 
57 _— 57 82.9 
78 —_ 78 114.5 


242 2 244 86.5 





Union is in conformity to the trend of the 
diabetes death rate for the country at large. 
Gall stones have not played an important 
part in the experience of the Union and are 
Other dis- 
the genito-urinary system seem to 


of comparatively rare occurrence. 
eases of 
have reached a stationary condition. 
The information regarding mortality 
lead poisoning reveals the practically accidental 


from 


occurrence of deaths from this group of causes. 
During the first nine years there were eight 
deaths from lead poisoning against six during 
the last four years. Relative to the member- 
ship, deaths from lead poisoning have been 
more frequent during recent years than in the 
past, but it must be considered that these con- 
clusions rest upon an exceedingly small statis- 
tical basis and that it would be going too far 
to assume that conditions favorable to lead 
poisoning are more generally met with at the 
present time, for quite the contrary is the case. 
It would be more accurate to say that the lead 
poison hazard has been practically eliminated 
from modern plants and that such deaths as 
have occurred show probably after-effects of 
earlier conditions which no longer exist. In 
proportion to the membership, the mortality 
from lead poisoning during the first nine years 
was perhaps important, but during the last four 
years it has not been excessive. 

Of special interest, of course, is the mortal- 
ity from tuberculosis and to a somewhat lesser 
extent from non-tuberculosis respiratory dis- 
In the table following I give the data 
as far as obtainable from the annual reports 


eases. 
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without correction in matters of minor detail 
since the reports bear intrinsic evidence of 
slight errors in matters of disease classifica- 
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which will be contained in the report on the 
“Health Survey of the Printing Trade.” 
It is shown by this table that the mortality 








tion. This will be eliminated in the final tables from tuberculosis has gone down from 215.3 
MORTALITY EXPERIENCE (GENITO-URINARY DISEASES) INTERNATIONAL TYPOGRAPHICAL 
UNION 
1911-1923 

, ; Bright's Rate Per Rate Per Gall Lead 
Year Membership Disease 100,000 Diabetes 100,000 Stones Others Poisoning 
en 51,095 18 35.2 14 "27.4 2 42 ~ 
1912.. 53,807 21 39.0 5 9.3 1 49 — 
1913.. 55,614 29) 52.1 8 14.4 - 3l = 
1914.. 58,537 28 47.8 13 22.2 30 —_— 
3015... 59,571 37 62.1 11 18.5 -— 35 3 
1916.. 60,231 40) 66.4 8 13.3 — 39 —_ 
1917... eae 61,350 41 66.8 11 17.9 2 55 2 
1918.. Bereich at 62,661 36 Ly 15 23.9 3 49 — 
1919 65,203 30 53.7 10 15.3 2 27 3 
LOE CS ke 528,069 285 54.0 95 18.0 10 357 8 
920. ....... 70,945 23 32.4 20 28 .2 3 30 —_ 
MB hcecsss. < 74,355 21 28.2 ll 14.8 —_ 32 2 
SS ha sre Gree > 68,746 14 20.4 18 26.2 2 44 ¢ 
rar 68,144 13 19.1 il 16.1 — 39 = 

282,190 71 25.2 60 21.3 5 145 6 


1920-23..... 








North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 











duriiig the period 19!1!-19 to 140.7 during the 
period 1920-23. This reduction is obvious evi- 
dence of a very material change for the better, 
particularly when the returns for the earlier 
years are considered in detail. It is shown 
by the table that the highest tuberculosis rate 
was reached in 1913, ; 
100,000 of membership. The lowest rate was 
had down to 


when it was 237.4 per 


reached in 1920, when it gone 
132.5, subsequent to which there had been first 
a slight and, during 1923 quite a considerable 
increase. This increase, however, is more ap- 
parent than real, being, in part, the result of 
the evident effects of the influenza epidemic as 
the mortality 
causing extraordinary 
and 1920. 


The table, however, 


from pneumonia 


I9QIO 


reflected in 


during 


mortality 


suggestive 


1: 


s otherwise 
1e tuberculosis decline. 


i 
of a possible halt in tl 


are reasons for believing that active 


efforts to reduce the disease by the adoption of 


There 


preventive measures have somewhat lost their 


force during recent years. It, of course, must 


be considered that the lower the attained rate 


the more urgent the need for drastic measures 


of further reduction. In other words, it is 


not so difficult to reduce an excessive rate to 


a normal rate as it is to reduce a normal rate 


by even a fractional proportion. It may be 
said in this connection that the report on the 
“Health Survey of the Printing Trades” will 
include the results in detail of a thorough med- 
ical examination of all the tuberculosis 


Colorado 


inmates 


of the Union Printer’s Home at 


SPECTATOR 


Thursday 


Springs. For purpose of comparison the re. 
port will also show the result of a physica! 
examination of non-tuberculosis patients. 

There is nothing of particular Significance 
in the mortality returns from pneumonia which 
however, reveal the probable influence during 
recent years of the influenza epidemic. Deaths 
from other respiratory discases, Particularly 
hronchitis and asthma, are of minor significance 
and apparently less common at the present time 
than in former years. 

| add to the foregoing a few observations on 
the recently published group experience with 
the printing trades. 
nately, is not very extensive and represents a 
heterogeneous group of occupations, 
into two 


This experience, unforty. 


The ex. 
groups or, re- 
pectively, groups upon which employers pay 
the entire premium and groups upon which 
nployers pay the premium 


perience is divided 


and employees 


jointly. 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 














EDMUND P. MELSON, President 





SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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LIFE INSURANCE SECTION 
MORTALITY FROM RESPIRATORY DISEASES 

——— — ——————_—_———_———————————— ca eens 

‘recall Death Rate 

0 Membership Tuberculosis Per 100,000 Pneumonia Bronchitis Asthma Other 
e Eva Re LSS aS OE Ps acme 
> ES Ere 51,095 121 236.8 63 4 2 3 
i 53,807 115 213.7 53 5 4 5 
Ley 55,614 132 237.4 54 3 10 7 
or 58,537 125 213.5 58 2 3 3 
IB. 9,57 1 135 226.6 53 2 1 6 
ae 60,231 117 194.3 73 1 5 8 
ae 61,350 118 192.3 79 5 3 4 
ohhh cos 62,661 135 215.4 88 3 7 7 
Be viet: 119 182.5 351 2 7 3 
1911-19... - 528,069 1,137 215.3 872 27 12 STAY 46 
A O4 132.5 145 1 6 2 
pom 100 134.5 56 ‘ 1 2 
1922. 93 135.3 73 3 { sine 
1993... 110 161.4 78 3 3 1 
1920-23..... 282,190 397 140.7 352 7 44 5 

The first group is represented by 102,184  posures were much smaller. The number of 


years of life exposed to risk during which there 
gocurre’ 756 deaths. The expected number of 
deaths was 830.5, while the ratio of actual to 
expected was 91.0 per cent. This compares 
with a ratio of 87 per cent for all industries 
and for 79.2 per cent for clerical and profes- 
lor trade and service oc- 
cupations the ratio of actual to expected was 


sional employments. 


83.4 per cent. 

The experience with printers was, therefore, 
somewhat higher than the average for all in- 
dustries and this result, no doubt, would have 
been worse if particular occupations in the 
printing trades had been selected. The group 
includes printing, bookbinding and publishing. 
The experience, however, began to be looked 
upon as distinctly unfavorable, or as justifying 
serious apprehensions. 

In the second group in which the employees 
contributed jointly with the employers the ex- 
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Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


Afew top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 














years exposed to risk was only 8,484, with 
number of 
deaths was 60.2 or a ratio of actual to expected 


of 608 per cent. 


forty-two deaths. The expected 
For all occupations in this 
group the ratio of actual to expected was 105.5 
respectively, 80.6 per cent for 
employments, and 
In other 
the results on the whole are favorable 


per cent or, 
clerical and professional 
63.6 per cent for trade and service. 
Ww yrds, 
to employments in the printing trade. 

unfortunately, is not given 
accidents and 
These are combined for both groups 


The experience, 


by specified causes excepting 
suicides, 
representing 110,065 years of life exposed to 
risk. There were fifty-one deaths from acci- 
dent and three deaths from suicide, equivalent 
to a rate of 0.49 per 1000 exposed to risk. 
For all industries the corresponding rate was 
0.78, while for clerical and professional oc- 
cupations the rate was 9.45 and for trade and 
There is, therefore, nothing sug- 


special disclosed by this 


service 0.49. 
gestive of hazard 
analysis, which, as should have been said before, 
covers the period 1913-22 inclusive of six rep- 
resentative life insurance companies transact- 
The information has been 
abstracted from a paper by Mr. E. B. Morris, 


the Actuarial 


ing group business. 
read at a recent meeting of 


Socie ty. 


DANGERS LOSE 
TERRORS” 


New Leaflet of the Nash Series Points Out 
Our Duty to Dependents—Shows the 
Extreme Folly of Delay 


“FAMILIAR THEIR 


The generosity of the American people 
toward 


other nations is 


he population of 
This spirit of 


sufferers among 


proverbial. 
sympathy for the ills of mankind was strik- 
ingly demonstrated recently when millions of 
dollars contributed by individuals and 


husiness houses for the relief of the Japanese 


were 


victims. Praiseworthy as this effort 
brings to mind the question as to 
whether or not the citizens of this country, in 
their just solicitude for the welfare of others, 


earthquake 


was, it 


are not occasionally prone to neglect their own 
immediate dependents. 


Under the title “Familiar Dangers Lose 
Their Terrors,” William T. Nash, the na- 


tionally known writer on life insurance topics, 
has drawn a picture of the need for providing 
for the future of family and dependents as a 


2I 


primary duty before turning to help others in 


distress. Reminders of the uncertainty of life 
are all about us every day, but, because of 
their nearness and frequency we are apt to 
lose sight of their danger, and it is only when 
some great catastrophe occurs that our atten- 
tion is drawn to the needs of those near and 
dear to us. 

The leaflet, “Familiar Dangers Lose Their 
Terrors,” which is published by The Spectator 
Company, is another convincing unit of the 
Nash series, and brings facts before the reader 
in such a way that he or she is impelled to a 
of the matter of life 
Among the very persons who con- 
tributed most generously to the fund for the 


serious consideration 


insurance. 


relief of the citizens of Japan may have been 
those who constantly put off the purchase of 
life insurance for the benefit of their depend- 
ents. Hospitals crowded with the sick and 
dying, accidents on every hand and death con- 
stantly before us—all become so common that 
we are not moved by their presence. They 
become almost part of our daily lives and, as 
a result, we sometimes do not realize the 
necessity for taking out an adequate amount 
of life and accident insurance until it is too 
late, and we are powerless to help those whose 
future should be our first concern. 

In the leaflet entitled “Familiar Dangers 
Lose Their Terrors,” Mr. Nash has made clear 
the situation and our duty in this regard, and 
any man or woman who reads the argument 
forth cannot fail to see the vital 
for life insurance protection and the part 


tas. set 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 
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it is certain to play in the security of our 
dependents’ future. The neglect of life in- 
surance and its benefits, as evidenced in many 
cases, is not rooted in indifference, but is 
almost always due to thoughtless delay, and a 
strong reminder is all that is needed in the 
majority of instances to influence individuals 
to avail themselves of this form of safeguard 
for the physical and mental welfare of 
dependents. The leaflet, “Familiar Dangers 
Lose Their Terrors,” is just such a reminder, 
and its forceful, concise language is certain to 
make its readers appreciate the need for pur- 
chasing life insurance now, before time and 
circumstances render such a step impossible. 
It may be obtained from The Spectator Com- 
pany at the following prices: single copy, 10 
cents; 50 copies, $2.50; 100 copies, $4.50; 500 
copies, $18; 1000 copies, $30; 5000 copies, 
$120; 10,000 copies, $225. 


Christmas and Life Insurance 
(Continued from page 17) 

between life insurance and banking interests. 
The fusion is constantly becoming stronger, 
and instead of banks being indifferent, or un- 
willing to co-operate with the agent along the 
line suggested in this article, most agents will 
find them quick to sense its advantage. 

It hardly seems necessary to add finally that 
checks will be mailed out to members of the 
thrift or Christmas clubs in mid-December. 
The agent should have his list of prospects in 
hand, and put in his canvassing before the 
checks are received from the bank. 
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Not Only Curable, But Preventable 


By ExizaBetu CoLe 


Six years ago, Framingham, Mass., was 
known only to the purchasers of certain manu- 
factured products as the town where these 
products were made. The rest of the world 
hard!« knew of its existence, nor was it inter- 
ested to know, since the place was so typical 
of nine-tenths of the smaller manufacturing 
centers in the country. To-day, Framingham 
has created a spacious place for itself in the 
sun of public attention. It has succeeded, since 
1917, in reducing its death rate from tuber- 
culosis 67 per cent, thus proving what scien- 
tists have argued for years, namely, that the 
great white plague is not only curable and con- 
trollable but preventable. 

In the same spirit of experimentation, an in- 
creasing number of business men are introduc- 
ing periodic physical examinations and a sys- 
tem of medical care for themselves and their 
employees in factories and offices. Here again 
the results have more than offset the amount 
of thought and money expended in such un- 
dertakings. The labor unions, too, are begin- 
ning to appreciate the fact that working con- 
ditions and living habits have a direct bearing 
on the health of their members, and earnest at- 
tempts to improve both are being made by these 
organizations. 

Tuberculosis has caused more widowhood and 
orphanhood than all the wars in which the 
United States has engaged, the Civil War in- 
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cluded. 


Aside from the pain and 
caused by such a condition, 


Suffering 
the economic loss 


resulting from it is appalling, Particularly whe 
arly When 


one refiects that deaths from this dise 


aS€ are 


unnecessary and money that is lost eithe 


a ‘ ‘ 
througn loss of 


by sick benefit and 


charitable funds might have been used for some 
3 som 


other purpose. 


The laws of health are simple enough: 


80 


simple, in fact, that the majority of people con 


sider them more or less unimportant, Y¢ 


plenty of fresh air, wholesome, nourishing 
e 8 


food, a proper amount of rest and exercise. 9 
80 


a great distance not only toward increasing the 


span of life but one’s happiness and Prosperity 


The problem, then, is to instill into everybody 


grown-ups and children, the need for observan 


ce 


ot these unalterable laws, as well as the methods 


of observing them. 


Chis can be accomplished 


in diverse ways, by means of the spoken and 


written word, motion pictures, posters, exhibits 


and so On, 


Schools, churches and lecture plat. 


forms are now successfully employing one or 


more 
health. 


have 


promoting better 


Business organizations and clubs also 
opportunity to better the 


health of their members and to reduce their own 
sick list, by co-operation with the agencies con- 


ducting these activities. 
The National Tuberculosis Association and 


its athliated associations have been instrumental 
in reducing the death rate from tuberculosis by 


exactly one-half since 1904. 


Open-air schools, 


clinics, public health nurses, lectures, motion 
pictures and the printed word—all these are 
utilized in the national campaign. In order 


to 


continue this vast undertaking and to de 









Ask for— 


“How letters 
sell life insurance’ 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 


most effectivein bringi ree 
they also bring decisions not otherwis 





ng wise planning; 


Make this collection of sales letters 
part of your selling plan. Write for boo 


WILLIAM S. HULL 
Direct-<Mail Sales Service 
¢eMADISON, CONNECTICUT 
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crease still further the death rate during: the 

comiug year, these organizations are conducting 

their sixteenth annual sale of Christmas seals. 
Contact 

asked, 

What is the most important thing in selling 


How often has the question been 
life insurance successfully? The same query 
has been put in many different ways, and has 
been answered as diversely. 

At present, however, we ask you to give the 
subject of contact your earnest attention, for 
we feel that study of this aspect of the busi- 
ness will repay you manyfold for the time ap- 
plied. 

First, it might be well to define what is meant 
When we speak of your contact 
field of 


your relationship with him, your associations, 


by contact. 
with a man, we refer to the general 


friendship and acquaintanceship. In other 
words, the contact you have with a prospect is 
your background when you come to interview 
him. It is not difficult to obtain an interview 
with a man; you can get an interview with 
almost anyone you wish, but the point is, can 
vou get a “receptive” interview’ Is your pros- 
pect interested in hearing what you have to say, 
or is he concentrating all his thoughts on how 
to get rid of you as quickly as possible? 

If your contact is right, he will be glad, or 
at least willing, to hear what you have to say. 
But if your contact is not right, you start the 
interview under a handicap, for your prospect 
is usually almost as eager to be rid of you as 
you are to sell him. 

Let us take a few concrete examples of con- 
tact. 

One of cur leading producers lives in a city 
of about 400,000. 
mittee in charge of raising funds for the Com- 


He is chairman of a com- 


committeemen 
Naturally, 


he has come to know them well, and knows 


munity Chest, and his fellow 


are the leading citizens of the city. 


many of their friends personally, and thereby a 
background of common interest has been estab- 
lished. He is free at any time to drop into 
their offices for an interview of any type what- 
ever, and is assured of receiving a sympathetic 
and interested hearing. His contact with them 
is excellent, for they know and respect him, 
and consequently his views and opinions carry 
sufficient weight to he received with careful and 
thoughtful consideration. He is a figure in this 
city; therefore it is easier for him to sell his 
insurance service for the reason that he com- 
mands confidence and public regard. You real- 
ize that you can obtain a more satisfactory 
than from a 


hearing from an acquaintance 


ger, particularly if the acquaintance hap- 


strat 
pens to he a man who looks up to you and re- 


spects your judgment. It is one of the funda- 
mental laws of selling that the confidence and 
respect of the prospective buyer for the sales- 
man promotes a sale; and if you hold a high 
place in your community, if you have been in 
the public eye as a man of energy, good judg- 
ment, and honesty, your fellows will be glad 
te give you a hearing, and receive in an open- 
minded manner what you wish to say. 

Put yourself in the place of an insurance 
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[If you were approached on the sub- 


prospect. 
ject by a prominent man, held in high esteem 
by the community, would you not receive him 
in a more receptive state of mind than you 
would a stranger, or a man who was relatively 
unknown or unimportant? 

We do not mean to say, or suggest, that one 
must be prominent in his community in order 
to be a successful life insurance salesman; we 
merely wish to point out the excellent oppor- 
tunity which such prominence affords for pre- 
senting a case. 

Seu we strongly urge that you take an inter- 
est nm and participate in civic affairs; if you 
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ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today 
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have a bent for lecturing, lecture; lecture at 
the neighboring schools, lecture at important 
meetings—it won't take much of your time, and 
will be of inestimable benefit. If you have a 
penchant for writing, write for your daily 
newspapers, write for this or that society, but 
write. Make yourself known; make yourself 
known in the right sort of way. 

When you enter a prospect’s office to seek 
an interview how much better it is if that man 
knows of you by reputation, or knows you per- 
sonally. You may not make a contract with 
him for insurance, but at all events you will 
obtain your interview, and what you have to 
say will receive consideration.—The Pelican. 

The Accident Insurance Manual, 1923 

In relation to the 1923 edition of The Acci- 
dent Insurance Manual, H. B. Johnston, Chi- 
cago generai agent of the Missouri State Lite, 
says: 


upon your Vest Pocket Accident Insurance 
Manual, 1923-1924. This is the first time | 
have seen it in its present form, and I think 
it is the best thing I have seen for helping the 
salesman to sell accident and health insurance. 


A Good Point 

Don't fail to make sure that your prospect 

understands that an insurance company is in a 

sense a bank for him, plus a provider for his 
family in case of his death—The Pelican. 

Haddonfield, N. J has 

Philadelphia 


—Charles K. Haddon of 
been elected a director of the 
surance Company, Philadelphia. 
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SAFEGUARDING HEALTH 


Self-Preservation Through Periodical 
Physical Examination 





SEEN AS DUTY TO NATION 


Well-Being of Individuals Is Foundation of 
Country’s Strength—Life Extension 
Institute Developed This Idea 
The law of self-preservation is one that 
has been handed down to us from the earliest 
In the old prehistoric 
days we are given to understand that our noble 
ancestors went forth armed with big clubs and 
very scanty clothing and the problems of the 
day were met and vanquished one by one as 
they came along. In those days our fore- 
fathers had to cope with numerous enemies 
and although they did not spend their time 
dodging automobiles and modern 
contrivances they undoubtedly lived in dread 

of giant mammals and similar carnivora. 
Years after, certain races of the earth used 
armour made of steel in order to protect them- 
selves from the onslaughts of their foes, thus 
revealing yet another chapter in the history 
of the world as connected with the law of self- 
preservation, which was quite another side of 
the question, but nevertheless embraced the law 
of self-preservation just the same. Needless 
to remark ideas have changed in connection 
with the advance of medical science just as 
in all other fields. For instance, in the old days 
the first procedure in all cases of illness or 


stages of primitive life. 


such like 
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sickness was to bleed the patient and this Dro- 
cess was in those days carried out by a gentle. 
man whose profession evidently ranked mid. 
way between that of a doctor and a barber 
After bleeding a patient he would wind the 
soiled rag used in connection with the Process 
around a wooden pole and exhibit it as a sign 
of his particular calling. In this way the now 
familiar barber’s sign first came into being 
Those days are gone for ever now and mod. 
ern people study the law of sel f-preservatioy 
from quite a different angle. 

(ne of the best examples of the law of self. 
preservation being put into operation is that 
revealed by the fact that a number of people 
are now not satishied with taking just ordinary 
precautions as connected with this essentially 
vital subject, but resort to what may well be 
termed an ounce of prevention in preference 
to a pound of cure. In other words, they pre- 
sent themselves for a thorough overhaul at the 
hands of a certified medical practitioner at least 
once in every year. 
such a practice would be deemed somewhat 
out of the ordinary; not so however, The 
Life ®xtension Institute, New York, has been 
to a great extent responsible for this change 
of front as far as the great American public 
is concerned. The finger of science points in 
the direction of self-preservation as the only 
road leading to efficiency from the standpoint 
of national and international health. An old 
proverb has it that “Charity begins at home’; 
in the self-same manner one’s duty in the na 
tional health campaign begins with one’s self 


Not so many years ago 
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Increased Dividends 


| Our 1924 dividend scale represents the greatest 
| dividend increase in the history of the Company. 


At the same time the rate of interest allowable on 
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sums held by the Company for the credit of policy- 
holders under Dividend and Policy settlements _has 
been increased to 4.8%. sf 
Guardian Agents have the” benefit of an unusually 
helpful program of Home Office cooperation and 
service. From furnishing leads on desirable prospects 
to free health examinations for policyholders—nothing 
is overlooked to give both Agents and Policyholders 
the utmost in genuine service{ 


—-. ower 7 Emme 


En euadiaad 


There are opportunities in our field force for men 
who can measure up to them. For information, 
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address: 
T. LOUIS HANSEN, or GEO. L. HUNT, 
Vice-President Supt. of Agencies 


The Guardian 
Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office 50 Union Square, New York 
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Examining Underwriters Association of 
New York Has Big Meeting 


The Home night of the Examining Under- 
writers Association was a distinct success. The 
occasion was the first fall dinner meeting of 
the association, Tuesday evening, November 20. 
it was held in the dining room of the Home 
Insurance Company’s new building at 59 Maiden 
Lane, the dinner was cooked in the Home kitchen 
and served by Home waiters. The Home also 
provided entertainment in the form of the 
Home Club orchestra and three vocalists from 
the company—Samuel Gray, Arthur Cox and 
Everett Edward Markes, accompanied by Ralph 
E. Sewell. Over 150 members of the Examin- 
ing Underwriters Association were present at 
the dinner. 

President M. J. Zaengle of the Svea Fire 
and Life Insurance Company presided, and in 
addressing the meeting said: 

“The exceptional fine gathering at to-night’s 
dinner meeting is very gratifying and I believe 
fully demonstrates the appreciation and con- 
sideration the examiners are giving the associa- 
tion. The turnout to-night also shows the co- 
operation and good work of the various com- 
mittees. In this connection it gives me extreme 
pleasure to announce to you, this evening, 
new have joined the 
organization since November 1. We hope to 
continue the good work and before long make 
the association an outstanding institution.” 

Short talks were made by E. R. Hardy of 
the Insurance Society, Secretary H. G. Foard 
of the Home and Assistant Secretary G. A. 
Blumenreiter of the Home, who is also com- 
mander-in-chief of the commissary department. 

The main address of the evening was by 
Ivan Escott, general inspector of the Home, 
who gave the examiners some very interesting 
information on the hazards peculiar to certain 
industries. He confined his remarks to brass- 
tack information about various classes of risks 
that are coming to the attention of examiners 
in their daily work and illustrated his talk with 
many examples of fires occurring spontaneously 
from the the conditions he 
described. 


seventy-five members 


existence of 


American to Enlarge Quarters 


The American Insurance Company of New- 
ark, though occupying the entire premises of 
their home office building at 70 Park Place, has 
so far outgrown its quarters that work will 
be started immediately on an addition on the 
East Park street side. It will be 50 by 100 
feet and three stories in height, the architecture 
matching that of the present structure. 

Because there is no second floor in the main 
Part of the original building—the first floor 
having a thirty-foot ceiling—the addition will 
double the present working floor space. Com- 
pletion has been promised by September, 1924. 

The first and second floors will be devoted 
to office uses, and the third floor will contain 
a large assembly hall, in which agents’ meet- 
igs and employees lectures may be given, as 
Well as being adaptable for social purposes, 
such as dancing and basket-ball games. Kitchen 


facilities will also be provided, as will every 
modern convenience to the capable 
architects. 


known 


NEW COMPANY ORGANIZED 


Travelers Home Fire Will Begin Sale of 
Stock—Capital to Be $100,000 


Tlie Travelers Home Fire Insurance Com- 
pany is being organized in Chicago by George 
kt. Hess, senior partner of George R. Hess & 
Company of that city. The charter of the 
company has been tentatively granted and sale 
of the stock will begin shortly. The initial 
capital will be $100,000 and 4000 shares, hav- 
ing a par value of $25 each will be offered at 
$75 per share. The majority of the stock will 
be sold to hotel backers in the Middle West 
and the company, which will specialize in hotel 
risks, will be ready to begin business about 
March 1, 1924. 

George R. Hess & Company are general 
agents in IJllinois, Indiana, Wisconsin, Mich- 
igan, Ohio and West Virginia for the Millers 
Mutual Fire of Alton, Ill. Mr. Hess’ New 
York city partner is J. J. Hartnett of the firm 
of Hess & Uartnett, who are general agents 
for the Millers Mutual Fire in New York, 
New Jersey and Pennsylvania. The list of in- 
corporators of the new company reads as fol- 
lows: George R. Hess, J. J. Hartnett of New 
York, George J. Johnson, Mark A. Miles, 
John D. Weise, Arthur G. Hailand, Joseph F. 
Kiep, W. A. Miles, George H. Leonard, John 
Dreihs, Harry N. Knudson and F. W. Long 
of Chicago. 


Plans Direct Action on Rebates 
RiczMonp, Va., November 26.—In future, 
the Virginia Insurance Department will send 
the following letter to companies whose agents 
have been charged with writing risks at an im- 


proper rate, when corrections have not been 
made at the expiration of sixty days after the 
original daily report is received at the office of 
the Virginia Rating and Inspection Bureau: 


R@vccuacdews 
_ The Virginia Inspection and Rating Bureau 
informs me that the correction, as required, has 
not been received for the above policy; which 
has been in violation sixty days or more 
for the following reason: 

Since your company subscribes to all rules 
of this Rating Bureau pertaining to rates and 
forms and agrees to send daily reports of all 
business written in Virginia through the Stamp- 
ing office, this correction must be made through 
that office within fifteen days from date of this 
notice, or I will take such action as I may deem 
proper to ascertain whether or not either or 
both company and agent are guilty of rebating, 
or the company is guilty of a discrimination. 

Beseeching your co-operation in this matter, 
I am, 

Yours truly, 
JosEPH Button, 
Commissioner of Insurance. 

The Insurance Department states that an 
agent may either intentionally or unintention- 
ally issue a policy at a rate below schedule. 
This is either a rebate or a discrimination, and 
in the past it has been the practice to refer 
such cases, when the agent has failed to make 
correction within sixty days, to the Southeast- 
ern Underwriters Association in Atlanta. There 
have been frequent complaints that the asso- 
ciation is slow in taking necessary action to 
correct the abuse, and Col. Button believes that 
by installing the new system he can effect cor- 
rection more quickly and with less difficulty. 


—David O. Stine, president of the Fire Under- 
writers Association of the Northwest, has announced 
that Fred B. Luce will be chairman of the library 
committee for the coming year. 








to a client 








You never have to explain 


chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 


WHY you 
































HE SPECTATOR 





Thursday 








—— 





” HE evidence is conclusive that the credit for 


originating fire insurance in its modern 
sense belongs to Doctor Nicholas Barbon, of 
Doctor Barbon was educated as a 
physician and probably had engaged in prac- 
tice before the Great Tire of London, but 


following that he much in- 


London. 





became very 
terested in building enterprises and in connection therewith 
developed his scheme of fire insurance. It is quite reasonable 
to suppose that he found it an important adjunct in securing 
needed for his building enterprises. All the researches 
from Doctor 
Barbon the credit for placing insurance on what we consider 
policies for a fixed 


term at a fixed sum, the person issuing the policy to pay the 


money 


which have been made have not taken away 


a commercial basis, that is, the issuing of 


loss and to make a profit from the transaction if the loss and 
expense were within his estimate; if not, he lost. 
RENTAL VALUE RATES 

We have no direct information to date as to the rates of 
insurance which Doctor Barbon established. No policies issued 
in those early days have been found, and we are therefore 
obliged to come to a later period than the establishment of the 
office in order to find out something about the rates. The in- 
formation is quite complete, beginning with 1680, and from 
thereon. One of the most complete tables of premiums was 
issued by the Insurance Office at the Backside of the Royal 











Exchange. The table is in units of Ten Pounds, as follows: 
Pound Ins. for Ins. for Ins. for Ins. for Houses Burnt 
Rent 7 years 11 years 21 years 31 years Moncey Paid 
Lib. fos d gs d £ os d Es d c: 6 d 

1 0 2 6 0 3.6 0 5 O 0 5 6 10 0 0 
10 1 5 0 1 15 O 2 10 O 2 15 O 100 0 0 
20 2 10 0 3 10 O 5 0 0 5 10 0 100 O O 
30 3 15.0 5 5 O 7 10 O 8 5 ~300-.0° 0 
40 5 0 O 7 0 O 10 0 O 11 0 O 400 O O 
50 6 5 0 15 (OO 12 10 O 3. i> 0 500 O O 
60 7 10 0 10 10 0 15 0.8 16 10 O 600 0 O 
70 S 46. © 12 5 O 17 10 O 19 5 O 700 O O 
80 10 0 O 14 0 O 20 0 O 22 0 O S00 O O 
90 11 5 O 15 15 O ZZ 10 6 24 15 0O 900 O O 
100 12 10 O 17 10 O 25 0 0 oF . 10:,0)' 3000 0. O 


The insurance, it will be noted, was based on the number of 
pounds of annual rent, and the policies were issued for long 
periods of time, nothing less than seven years. The table also 
included the amount that should be paid for the sum insured. 
The table also shows that the term rule, as we now call it, came 
early in force, because a building having a rental value of £1 
could be insured for seven years at 2s 6d and for twenty-one 
years, or three times as long, could be insured for 5s, or twice 
the two-year period, and if it was insured for thirty-one years, 
or four and three-seventh times a seven-year period, the cost 
would be only 5s 6d, an extremely large concession from not 
merely the seven-year period, but from the twenty-one-year 


period. 


WY 


E FIRE INSURANCE RATE | 


Ldward P. Lardy, fists ‘sisetibuaaes Nev York Five Insurance Luchange = 
Third Article 


NUNN 
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We can now pass over to the period when the property value 
became the unit of insurance and not the rental value. Ip the 
year 1690 the conditions of what had been accomplished jn jp. 
surance was set forth as follows: 

“This ingenious and useful invention was first put into prac- 
tice about eight years ago, and is now brought to great perfec. 
tion ; and has deservedly met with very considerable encourage- 
mest, insomuch that there are now above 7,300 houses insured. 
The rates of insuring houses from one year to eleven are, too£ 
on a brick house is 6s for one year, 12s for two years, 18s for 
three years (and double for timber) and so in proportion for 
a lesser sum; but if any insure for four years, the discount for 
paying down the money is three years and a quarter, five for 
seven, The money insured 
on the house is to be paid as often as the house is burnt, or 
demolished, by reason of fire within the term insured; but if 
damaged, then to be repaired at the charge of the office, for 
the security of which office there is 60,000£ in Ground Rents 
of Inheritance, yielding 2,600£ annum, settled on twelve trus- 
tees. 


seven for eleven years’ insurance. 


They have a great many servants in livery with badges, who 
are watermen, and other lusty persons dwelling in several parts 
of the City, who are always to be ready, when any sudden fires 
happen, which they laborious in and dexterous at 
quenching, not sticking in cases of necessity to expose them- 
selves to very great hazards in their attempts.............. 


are very 


Finer a. 2s UE cs so coc en kevageee kee ee ee 
Yet by both offices not above the oth part of the houses in the 
City of London and within the Bills of Mortality, which are 
computed to be about 105,000 are secured.” 

The earliest table available based on the value of the property 
was published by the lire Office in 1700; it is not necessary 
to reproduce the entire table, that is, for each unit of value set 
forth, but a few quotations will serve the purpose: 





Insure for Insure for Insure for Insure for Insure for 

Money 1 year 2 years 3 years 4 years 7 years 
Lib. £s d cs od £ s 4d £ s a £ sd 
10 0 0 7% 0 1 2 0 1 9% 0 1 11% 0 30 
100 0 6 0 0 12 0 0 18 0 0 19 6 1 10 0 
500 1 10 O 3 06 0 4 10 0 07 . 6 7 10 0 
1000 3. 0 0 6°10 46 9 0 0 9 15 Ov 15 00 





This table is interesting since the rates are given for one, two, 
three, But a very slight concession 1s 
made for a three or four year policy, but substantial concessions 


four and seven years. 


are made where the policy is for seven years. 
The rates quoted were for brick or stone buildings, and 
or as we call it, these rates 


if the house was timber, frame, 


were doubled. 


First RATES FOR CONTENTS 
The rate for contents, in the early years, was the same as the 
(Continued on page 29) 
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MARINE 
Below will be found statistics showing important items from the statements covering the year 1922 of companies transacting marine 
and inland insurance in the United ates 



















































. AMERICAN MARINE INSURANCE COMPANIES . 2 Af 

Yea . Surplus as Reinsur- Increase in Ratio f Net Ratio Net 

Fading Cash Admitted to Policy- ance Rei insur- NAME AND LocaTION oF ComPANY Gross Gross Gross Net Losses A 
Tye 31 Capital Assets holders Reserve ance Re- Premiums Losses Losses to Premiums Incurred Net Pre- 
me serve in Paid Gross miums 

Year Premiums 
$ $ ‘ $ $ $ y $ % 
1992 500,000 2.847,650 2,441,247 {85,410 $—36,360 American and Foreign Marine, N. Y...... 1,075, 029 792,529 73.7 $140,558 23.6 
192 Mutual 16,96 He 7,370,881 472,651 “139, 398 Atlantic Mutual, New York............. 4,337, 1,998,125 46.1 3,317,325 1,348,018 40.6 
1092 200,000  326,8° 102,827 2,955 : Cotton Marine, Philadelphia............. 37, 081 es 26,601 410 1.5 
2 ~~: 200,000 «641, 714 471,246 28,235 2,543 Merchants and Shippers, New York...... 200,797 147,097 3. 150,530 74,087 49.2 
MARINE TRANSACTIONS OF AMERICAN COMPANIES TRANSACTING BOTH FIRE AND MARINE INSURANCE. 

. Surplusas Marine Increase Ratio Ratio 
rnin Cash Admitted to Policy- Reinsur- in Marine Gross Gross Gross Net Net Net 
De.31 C-pital Assets holders ance Reinsur- NAME AND LocaTION oF COMPANY Marine Marine Marine Marine Marine _ Marine 

ia Reserve ance Re- Premiums Losses Losses to Premiums Losses Losses to 

serve in Paid Premiums Incurred Premiums 
Year 

1922 5,000,000 40,375,941 16,502,634 277,524 —207,802 Aetna, Hartford.................0eeeeee 2,504,853 2,835,833 113.2 1,183,695 914,287 77.3 
1922 1,000,000 8,036,902 3,081,662 38,044 —30,357 Agricultural, Watertown..............6+ 686,802 472,711 68.8 297,366 113,775 38.2 
1922 1,000,000 5,844,299 3,097,836 318,050 —18,643 Alliance, Philadelphia................... 557,429 299,276 53. 7 457,691 232,867 50 9 
1099 2,500,000 19,036,743 6,766,830 54,784 —11,332 American, Newark 720,787 534,056 74 1 389,003 313,068 80.5 
1922 1,000,000 4,601,735 3,005,107 100 —36 American Alliance, New York... 37,595 24,637 65.5 406 
1922 1,000,000 6,579, 666 2,780,663 43,069 3,436 American Eagle, New York.. 399,252 299,041 74.9 103,267 109,019 105.6 
1922 600,000 1,40: 619,949... ...... American Merchant Marine, N. Y...... 7,067 _ 910,160 eee —8,304 oe. sees 
1922 — 2,000,000 12, 4,262,485 749,565 100,856 Automobile, Hartford................. 5,700,257 3,85 67.6 3,617,115 2,116,131 58.5 
1922 1,000,000 133 700,923 38,170 11,056 Bankers and on New York..... 292,866: 35.4 124,080 112,216 90.5 
1922 1,000,000 13'876,906 5,197,200 S44.296 .....- Boston, Boston. . ae ree a 1,718,589 1.442.983 84.0 1,077,332 21900,184 83.6 
1922 1,250,000 7,353,746 1,590,120 46,385 | —9,803 Camden Fire, Camden............ 250,578 236,477 94.4 203,292 86.5 
49 950,000 446,444 330,109 ...... ...... Central States, Wichita. .......... 74 66 ; 
1992 1,000,000 3,960,574 1, ay 6 Ate. —sabieets City of New York, New York...... 11,430 - 10,196 653.0 
1922 600,000 1,336,018 770,375 ......  ...... City of Pa., Sunbury. i” _ 721 18,711 : —613 
1922 400,000 2,124,423 1,2: 32,085 Columbia, Jersey City.......... 74,355 35,066 47.1 —24,062 
1922 200,000 2,209,777 — 555,026 1,912 nee Commercial Union, New York. . 7.708 were aes 5,590 noe 
2 500,000 4,892,303 2,071,359 26,182 7,815 Commonwealth, New York. . 38,525 37.9 37415 51.9 
1922 1,000,000 13,457,694 5,379,875 57,014 ...... Connecticut, Hartford........ 226,651 = 70.7 7226,001 82.0 
1922 10,000,000 49,990,880 27,291,840 ...... ..... Continental, New York..... ; noes ~ 1502,597 63.2 
1922 500,000 1,786,561 854,047 14,660 —3,758 Dixie, Greensboro.......... "$9,320 60,064 = 67.2 38,102 42.6 
1922 1,000,000 3,836,298 2,701,289 27,370 ...... Equitable F. & M., Providence 167,948 118,094 70.3 129,514 110,724 = 85.5 

200,000 774,634 — 633,486 27962 ...... Eureka, Philadelphia 71,753 35,948 49.5 66,687 223,671 35.9 
192 1,000,000 6,938,055 2,899,135 1,119,617 184,880 Federal, Jersey City. 8,583,057 4,716,937 54.9 2,098,718 811,868 38.7 
1992 5,000,000 36,976 18,276,968 ae A age -Phenix, New York 1,145,958 mar oo 757,221 7493,062 oo 1 
1922 1,000,000 17,337,895 5,607,809 54,813 —13,817 Fire Association, Philadelphia. . 626,139 687,328 109.8 318,779 190,924 59.9 
192 3,000,000 22 7, oe 750 1,002,920 3s... cee Firemans Fund, San Francisco. . 6,506,095 5,708,546 87.7 4,061,674 23 202, 160 78 8 
1922 2,250,000 15 66,835 .... Firemens, Newark. ... 562,070 491,102 87.4 425,440  2357,/ 84.0 
1922 409,000 3 25,382 3,795 Fire Reassurance, New York 126,670 85,046 67.2 96,269 51.7 
1922 500,000 4, 148, I 1 202/847 8171 171 First Reinsurance, Hartford. . . 18,675 —17,111 ECC 17,561 boda pa 
1922 1,000,000 7,509,948 2,943,692 ys) Franklin Fire, Philadelphia 1,944,711 1,524,611 78.4 920,656 27158,653 71.9 
12 1,000,000 11,262,301 2,946,464 171,155 50,666 Glens Falls, Glens Falls _ 807,688 707,374 87.6 pepe 504,665 82.1 
1922 3,500,000 50,048,894 17,758,489 2,460,373 —170,299 Globe and Rutgers, New York 7,209,829 5,233,402 72.6 87.0 
122 1,000,000 2,271,165 : 4,426  ...... Globe National, Sioux City 79,197 105,651 133.4 144.0 
1922 12,500,000 45,333,495 169,163 4,855 Great American, New York. 1,490,322 ae a : La ; 
1922 1,000,000 7,493,402 35,142 ),658 Hanover, New York 500,687 349,12 65.¢ 8. 
1922 8,000,000 67,159,351 24,404,672 = 93,826 +—19,969 Hartford, Hartford sass 866,064 42.4 1,332,913 39.2 
192 1,000,000 3,986,320 2,029,571 1,516 Home Fire and Marine, San Francisco. . 320,689 127.0 189,564 96.9 
1992 18,000,000 79,801,033 36,040,784 = ...... ... Home, New York. 3, Pare : 2,353,044 11,335,43 30.4 
1922 500,000 2,356,801 1,221,901 —67,153 Hudson, New Yor} 74.463 28 3,095 380.2 38,038 91,948 241.8 
1922 700,000 2,821,801 1,224,963 17,155 —61,348 Importers and Exporters, New York. . 920,317 668,383 72.6 570,635 363,660 00.4 
1922 5,000,000 46,614,402 20,518,065 947,784 —17,736 Ins. Co. of North America, Philadelphia... 8,562,534 48 6 6,224,068 2,994,655 48 1 
1999 500,000 1,083,897 1,039,430 6,669 5,548 Inter-Ocean Reins 2 Ci dar Ray : 12.5 15,825 9,388 59.0 
122 500,000 1,406,259 1,022,524 Massachusetts F. . Boston. foe. as 
12 1,000,000 4,543,194 2,279,039 21,969 8,736 Mercantile, New Yor 29.9 54,844 12,76: pte 

122 700,000 5,584,347 2,075,204 0... Merchants Fire, New Yor! 5.311 282.358 86.4 
1922 1,250,000 527,361 47,053 Milwaukee Mechanics, Milwaukee 90.8 188,968 161,905 a, 7 
1999 922,000 33 National American, Omaha 274 I 3,210 o,¢ 44 274 ; 
1922 2,900,000 § 21,093 2124 Nation: : Fire, H: artfi rd 149.1 92 280 40, 46 $5 
1922 100,000 National F. & M., Elizabeth Saas —ae4 8,000 e: 
1922 1,500,000 64,805 Nationa! Li bi rtv, New York 465,960 70.5 946,271 2181,150 73.1 
1922 2,000,000 61,175 National Union Fire, Pittsburgh 194,103 73.5 168,362 7102, 036 = : 

500,000 18,846 639 Newark. Newark 154 347 63.7 98.178 30,205 30.5 
2,000,000 25,632 >415 New Hampshire, Manchester. . . 75,787 126.5 61,022 51,560 84.5 
1,000,000 New Jersey, Newa ar k 28,402 366.5 10,811 34 654 PSE 

1922 3,000,000 Niagara, New Yc 856,763 633,134 7459, 67 72.6 
2,000,000 11,059,325 32,958 8,450 North River, New York 253,199 119,019 47.0 118,242 58,733 49.7 
400,000 1,658,469 : Northwestern F. & M., Minneapolis...... 1 , 002 22.5 wee Gop Rea 

1922 1,000,000 4, 401, 085 2, 54,353 9127 Old Colony, Boston 27 78.5 138,970 89,821 64.7 
1022 1,000,000 6,136,892 1,587, Orient, Hartford 13.2 saa Cee 
1999 400,000 3,520,903 1,460,290 7,925 6,192 Pacifie Fire, New York 45.2 77,355 $6,170 O94 
tree 1,000,000 343,400 45,411 41,215 Pennsylvania Fire, Philadelphia HB ao 
922 3,000,000 25 88.411 Phoenix, H: wrtford. 50 Beier 
= 475,500 , ' Pref ferre 1 Risk, Topeka 240 1 “— 3 
22 1,000,000 171,624 16,056 Providence Washington, Prov idence. . . E 29 81.6 59.2 
1922 1,000,000 692 692 Prudential Ins. Co. of Great Britain, N. Y.. 1,361 12 8 1.1 
Ine 3,000,000 8,677,662 92,249 37,743 Queen, New York..... 51 2 9 24 8 
md 400,000 771,25 10) 2.009 271 Reliance. Philadelphia 41 " 87 68 3 
1999 1,200,000 5 116,031 30,323 Rossia, Hartford. . . ces 89.0 oo os 
tox 24900,000 2 $1 10,079,232 208422 31,014. St. Paul F. and M., St. Paul.........000. 88.0 846,001 123 
¢ 1,000,000 8,064,472 2,895,760 2) Security, New Haven. . 107.9 144,219 112.3 
re 200,000 621,482 261,100 Si... ... ..... South Carolina, Columbia...........--+- 245 7 : 4,637 14,651 316 . 
on 2,500,000 2 1377 8,293,099 171,608 16,173 Springfield F. and M., camer ‘ore 30,091 45.7 706,¢ 99 = 
a9) -—-13000,000 3,896,016 2,116,415 25,331 O80 Star, New VOU: <5 n00-4<s ce nenasenssres 88,146 56.6 113,208 5 38.4 
= 800,000 3,806,949 1,514,962 0.0... 0 wees Superior, Pittsbu reh. aca se 14,9837 i—1,756 14311 o's 
Je 400,000 1,802,013 500,484 Union Hispano Americana aF.&M. oy Ne Ya 406,329  2320,556 78.9 
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Fire Insurance 








Losses to Expenses 
Pi 


Incurred to Net 
Premiums 
$ % 
$143,530 24.1 
11,139,155 34.3 
1,259 4.7 
74,211 49.3 
Ratio 
Marine Marine 
Expenses Expenses 
Incurred to Net 
Marine 
Premiums 
452,234 38.2 
130,841 44.0 
* 
123,262 31.7 
99,979 
1,313,370 36.3 
49,929 40.3 
57,735 28.4 
419 38.0 
17,864 20.0 
89,729 28.1 
b 
185,121 30.1 
* 
1,631 56.9 
174,221 30.5 
3,526 a 
21,234 38.7 
m 
23,542 24.0 
53,738 45.5 
39,476 28.4 
21,979 27.5 
42,866 37.9 
337,658 29.8 
424 36.2 
157,116 32.2 
1,289 26.8 
489,615 33.7 
* 
be eo. e 
51,692 45.7 


IN THE UNITED STATES IN 1922 


atio 


Expenses Dividends 


Paid 


Dividends 
Paid 


1,200,000 
200,000 
150,000 
500,000 
200,000 


140,000 
200,000 
280,000 
174,976 
100,000 
12,000 
40,000 
20,000 
50,000 
250,000 


2,200,300 
29,949 


100,000 
15,000 
200,000 
1,000,000 
400,000 


720,000 
343,185 


50,000 
200,000 


240,000 
518,000 


1,600,000 
100,000 
1,200,000 
3,000,000 
1,150,000 
30,000 
100,000 
133,000 
212,500 
48,003 
400,000 
200,000 
180,000 
25,000 
319,972 
400,000 
200,000 
40,000 
80,000 
80,000 


418,750 
720,000 


180,000 


24,000 
200,000 
480,000 
120,000 


14,000 
400,000 
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Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 


On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship, 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 




















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 
AND 
BIG COMMISSIONS that make it worth- 
while to the salesman are the reasons for 

the increase. 


Specimen Rate 


Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 
gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des’Moines Iowa 
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Year 
Ending | 
Dec. 31 | 


1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
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Year 
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1922 
1922 
1922 
1922 
1922 


1922 
1922 
1922 
1922 
1922 


1922 
1922 


Year 
Ending 
Dee, 31 


1922 
1922 
1922 
1922 
1922 


1922 
1922 
1922 
1922 
1922 


1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 
1922 


1922 
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November 29, 19 


* Not segregated. 
Return premiums. 
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Cash Admitted 
Capital Assets 
$ $ 
200,000 5: 32,027 
400,000 2,308,009 
2,000,000 16, 658,093 
800,000 3,821,824 
400,000 1,020,186 
400,000 2,072,874 
1,000,000 11,149,598 
Deposit Admitted 
Capital Assets 
200,000 1,586,665 
200,000 521,434 
200,000 3,064,526 
200,000 360,071 
200,000 1,291,373 
200,000 3,568,802 
200,000 671,877 
200,000 626,261 
200,000 628,514 
200,000 2,890,067 
200,000 3,491,064 
200,000 1,401,690 
200,000 1,542,084 
200,000 1,381,630 
200,000 690,210 
Deposit 
Capital Assets 
400,000 2,390,711 
200,000 2,302,902 
400,000 15,158,649 
400,000 5,053,461 
400,000 1,078,141 
400,000 19,813,077 
400,000 7,865,925 
400,000 1,845,607 
400,000 2,156,941 
400,000 13,508,221 
400,000 1,179,809 
400,000 1,391,732 
400,000 6,199,793 
200,000 5,183,128 
400,000 6,903,628 
400,000 21,253,689 
400,000 5,468,105 
400,000 Hes 
400,000 1,256,243 
400,000 S039 429 
400,000 
200,000 
400,000 
300,000 
400,000 
200,000 





Surplus as 
to Policy- 
holders 


$ 


266,845 
780,613 
6,656,201 
1,556,012 
748,046 
ioe 21 


3,456,444 


Surplus as 
to Policy-} 
holders 


739,000 
446,672 
2,022,181 
339,616 
848,033 


1,498,033 
517,090 
448,021 
463,506 

1,393,111 


1,776,551 
944,659 
908,080 
782,240 


Surplus as 
Admitted to Policy- 


holders 


1,006,662 
811,762 

5,285,660 

1,209,770 
920,548 


6,439,593 
3,164,735 
1,158,266 
1,026,791 
5,075,530 


982,875 
893,304 
1,878,710 
1,749,717 
2,727,190 


5,795,550 


LX 713,535 


4,063,762 

957,003 
2,466,623 
1,359,466 
1,409,505 


570,069 


Marine 
Reinsur- 
ance 
Reserve 


378 
120,290 


10,775 
66,629 


Reinsur- 
ance 
Reserve 


176,018 
32,673 
254,249 
4,7 io 


$203,597 
722,981 


241.974 


43,075 


Increase 
in Marine 
Reinsur- 
ance Re- 
serve in 

Year 


—6,454 United States Fire, New York....... ae 
United States Lloyds, Inc., New York... .. 


3,211 


25,629 


FOREIGN MARINE INSU 


Increase 


in Reinsur- 


ance Re- 
serve in 
Year 


—16,667 
6,492 
{—86,328 
83 
$-5,144 


53,683 


—60,766 


—12,034 


£153,087 {—145,518 


$137,362 


48,529 
FOREIGN COMPANIES TRANSACTING BOTH FIRE AND MARINE INSURANCE—UNITED STATES BRANCHES 


Marine 


Reinsur- 


ance 


t—41,684 


4,881 


Increase 


in Marine 
Reinsurance 
Reserve Reserve in 


Year 


32,166 
—10,422 


Name AND LocaTIon oF Company] 


Union, Indiatapolig.. «..60.0scc<e8 eas 
United Firemens, Philadelphia. . 


Universal, Newark 


Utah Home, Salt Lake City 
Westchester Fire, New York......... 


NAME AND_LOcATION oF COMPANY 


Alliance: Londo: ...< 006002060006. 
Atlantica, Gothenburg. ... 
British and Foreign Marine, , Liv ven 
La Fonciere, Paris. . . 
Indemnity, London 


Marine, London.. 

Maritime, Liverpool. . 
Ocean Marine, London 
Reliance Marine, Liverpool.......... 
Sea, Liverpool 


Standard Marine, Liverpool......... 
Switzerland General, Zurich......... 
Thames and Mersey, Liverpool...... 
Union Marine, Liverpool ocala dee Nance 
Yang-Tsze, Shanghai............... 


NAME AND LocATION oF COMPANY 


Baltien, Copensgemts «.< cic ccviscovescs 


British America, Toronto 
Commercial Union, London.......... 


Eagle, Star and British Doms., London... . 


Fuso Marine and Fire, Tokio........ 


Liverpool & London & Globe, Liverpool... 


London Assurance, London.......... 
London and Scottish Assur., London.. 


New Zealand, Auckland................. 
London.... 


North British and Mercantile, 


North China, Shanghai............... 
Norwegian Atlas, Christiania............ 


Norwich Union, Norwich............. 


Palatine. Bogie... «02 526c0kccccnes 
PROGHTE DOUG, 65 ccccnceccrene cece 


Roval, Biverpol.. sec. s00 cs scencies 


Royal Exchange, London 


Scandinavian American, Christiania...... 


Second Russian, Petrograc 


Skandinavia, Copenhagen............ 


Tokio Marine and Fire, Tokio......... 


Union Assurance, London............ 
Union Ins. Society of Canton......... 
Urbaine Fire, Paris............2..00+ 
Wekietn. T0r0ntes sos c.ciccdcniceccss 


World Auxiliary, London............. 


RANCE COMPANIES— 


Gross 
Marine 


Premiums {| Losses 


$ 


dg-yt 
3,425, 


445,883 


— 
Gross 
Premiums 


«e+ 1,168,200 
207,057 
2,930,918 
48,129 


eee 792,151 


409,625 


1... 4,869,917 


Gross 
Marine 
Premiums 


83,116 
32,922 
2,292,799 
22,014 
135,078 


766,966 
019,97 4 


to 


1,055,195 
6,614 
980,092 


57 
831,854 
1,530 








t Includes motor vehicle. 6 J 
v Adjustment expenses are included in expenses. 


b Included in losses incurred. 


w Includes loss adjustment ex 


c Includes $68.469 motor vehicle premiums. 
z Net losses paid. 


penses. 


10,463 
16,986 
1,067,340 
646 
83,618 


32,190 





O11. 902 


4,122,060 
572,382 





ye 5 
1,746,108 
439,999 

















; Ratio 
Ratio Marine 
Gross Gross Net Net Ratio Net "Marine Expenses 
Marine Marine Marine Marine Losses to Expenses to Net Dividends 
Losses to Premiums Losses Marine Incurred Madine Paid 
aid Gross Incurred Premiums Premiums 
Premiums 
$ % % $ % $ 
40,535 -~ ': 10,463 87,826 361.5 3,393 32.4 8,250 
239 6,575 2185 Lh Serer ame,  siqloleaern 
792,645 4 3 537,249 301,148 56.1 233,166 43.4 251,839 
: 1,165,820 71,055,586 |? eer <ee ora 
222,341 265.9 57,23 1S wintdie PAS eects 6 6leee— (Cw 
21,744 67.5 32,190 21,744 67.5 5,260 16.3 72,000 
281,505 63.1 257,103 128,847 50.1 86,901 33.8 250,000 
UNITED STATES BRANCHES 
Net Re- 
Gross Ratio 'Net Ratio Net Ratio mittance 
Losses Gross Net Losses Losses to Expenses Expenses to H. O 
Paid Losses to'Premiums Incurred Net Pre- Incurred to Net (—) Re 
ross miums Premiums ceipts from 
Premiums H. 0. (+ 
569,841 48.8 553,738 270,147 48.8 ...... ... 138,194 
71,111 34.3 191,130 71,111 37.2 47,869 25.0 —196,131 
2,434,250 83.1 $1,046,000 129,863 12.4 $1520,454 49.7 —483,296 
24,168 50.2 38,135 20584 GPE ness “3 +1,001 
478,388 60.4 $596,746 $255,865 42.9 $1185,383 31.1 —73,350 
1,589, 564 36.0 2,072,665 102,715 5 a .... 71,112,350 
61.8 194,476 7,694 24.5 147,179 24.3 +6,956 
127.7 $170,773 $119,868 70.2 $143,529 25.5 +8,829 
21% 101.7 $80,684 $41,750 51.7 $138,156 47.3 —10,142 
2,180,333 44.8 1,055,969 445,117 GS  vadaua eit —861,215 
1,986,427 48.2 1,972,990 921,232 46.7 358,594 18.2 —838,238 
34,8 41.0 509,158 128,100 , eer ecg +19,132 
54,3 68.2 $492,209 158,626 32.2 $1201,557 40.9 —290,470 
1,343,988 76.9 359,251 $—11,220 eas $1186,516 51.9 —218,098 
471.3 357 107.1 202,364 226,676 112.0 93,290 46.1 +12,453 
Gross Ratio Net Ratio Net Re- 
Marine Gross Net Marine Ratio Marine Marine mittance 
Losses Marine Marine Losses Net Marine Expenses Expenses to H. 0. 
Paid Losses to Premiums Incurred Lossesto Incurred to Net (—) Re- 
Premiums Premiums Premiums ceipts from 
Marine H.O. (+) 
310,323 373.4 32,796 122,915 374.8 11,504 35.1 +17,371 
26,926 81.8 16.543 —1,683 11,175 67.5 +93,519 
1, 091, 255 47.6 1,150,332 2231,452 20. i chdaces site —118,424 
12,581 57.2 21,836 d641 2.9 15,459 25.0 —135,376 
37387 27.7 103,859 25,700 24.8 3,235 3.1 +521,496 
524,312 68.4 344,752 160,333 46.5 156,021 45.3 —275,961 
1,009,033 50.0 966,932 69,131 tA 337,286 34.9 —603,166 
311,865 73.8 287,784 141,946 49.3 50 aa —27,637 
112,890 68.1 7 Ss eee euoe aware wei —89,534 
103,131 31.9 159,751 59,091 37.0 55,452 34.7 —575,923 
janes ‘ 148,222 2124,255 83.8 omnaee “i +7,019 
wad sacar 333,662 2353,060 105.8 ...... ‘aaa —450,116 
508,386 64.6 308,666 144,394 46.8 191,678 62.1 —144,605 
4,171 27.3 10,927 73,816 , < ere <“s —159,107 
wanes sates —3,900 24,365 anne aca —361,369 
851,396 68.3 492,304 155,528 31.6 m ...- 1,481,683 
282,911 59.2 185,248 041,716 22.5 v103,161 55.7 —683,758 
802,421 aa —72,247 —28,644 Bey 66,273 ne —409,681 
549,606 zt 168 24,356 pe 3,000 —81,179 
172,544 148.3 87,401 59,217 C:G- 3s anawas —958,224 
F 
737,870 69.9 449,352 198,498 44.2 121,359 27.0 —47,080 
238 3.6 4,251 7238 rer ates +45,745 
607,530 62.0 657,122 426,397 64.9 162,282 24.7 —28,752 
PG Ie asa ores ree 2 27.3 —58,033 
1,110,121 133.4 436,274 216,005 49.5 216,745 49.7 ee 
57 3.7 729 29 39.8 . —241,357 





d Net losses unpaid. 





The 
the 


building ; 


the period. 


tents did not begin for some years 
Contents were probably insured beginning about 1700. 
The exact time cannot be postively fixed, but that year is really 


building in which the contents were contained. 
the building were brick or stone, the contents took the 
if the building were timber, or frame, 
contents took the rate of that building. The insuring of con- 


after the insuring of 


Making of the Fire Insurance Rate 
(Continucd from page 26) 


If 
rate 
the 


build- 


The probabilities are, it was a year or two 


The theory by which the contents were insured at the 
same rate as that of the building in which they were contained 
was, that the contents, being portable, might be removed from 
the building, and thus escape damage, but the building itself 


l Expenses paid. 


m Not available. 


s Premium reserve 





could not be removed, but must take the brunt of the fire. The 
theory had an element, at least, of soundness in it and is not un- 
known to guide the insuring of contents, even at the present day. 


continues 


ance world. 


fires, 


3EGINNING OF CLASSIFICATION 
The next development took the form of a classification, which 


down to the present day in many parts of the insur- 
It is evident that, with experience from actual 
those engaged in the business noticed that buildings oc- 


cupied for certain purposes were more subject to fires than other 
properties, and from these observations it was clear that the 
rate ought to be differentiated more than was being done by the 
simple two-class system of brick or stone and timber construc- 
tion. 
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eS 


The Value to the Life Insurance Agent 
of a Thorough Training 


First Paper 


The highly trained life insurance agent is in a business 
in which he is more usetul to his fellow men than are those 
engaged in other callings. He aids our citizens in helping 
themselves, making them strong, confident, self-reliant. Thus 
by strengthening multitudes of individuals he helps to buttress 
the Nation composed of these individuals. 


The importance of this work has prompted The Equitable a 
Life Assurance Society of the United States to give the best 
possible training to its agents, (1) To enable them to fully | mr 
meet their high responsibilities, and (2) To insure their per- 
manent prosperity. ” 

The Equitable has well organized agencies at all important tes 
points throughout the United States. At many of these ales 


. . ° ‘ Sis 
agencies there are openings for men of character and intelligence. | = 

. . e ° ele Ing to 
And at all of them expert training is given, and every facility | san 
° Sales b 
is afforded for successful progress. er 


surance 


Those who are best fitted to succeed with the Equitable are | °° 


379,000 


not, on the one hand, young men who have had no business ex- | ®s* 


hetter 1 


perience, or on the other hand, those who are already insurance nreas 


Period ; 


agents and have formed habits that have become fixed and un- | ™_ 


alterable. They are men of ambition and energy who have had | ** 


but for 


some experience in the business world, but see no prospect of rapid — | i#« 


Southe: 


advancement in the positions they now occupy, and who want | ««: 


Central 


to find an opening where they can obtain an adequate reward = | sm 


ees: er . ‘ showin: 
for their industry, and where a brilliant future is assured if they J tec 


test of 


are willing and able to take advantage of their opportunities. th 


Chicag. 


How the Equitable backs up such men, makes expert sales- ya 


year, b 


men of them, and aids them in building one success upon vent 


Saies 


another will be told hereatter. iutng 


greater 
ures ay 


THE EQUITABLE LIFE ASSURANCE SOGIETY OF THE UNITED OTATES i 


120 BROADWAY, NEW YORK 
39 
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HOME OFFICE—SPOKANE, WASHINGTON 


ESTERN UNION LIFE 


Licensed in Connecticut, Califor- 


nia, 


| 


Iowa, Idaho, Kansas, Minnesota: 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 


Colorado, Indiana, Illinois, 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mer. 





MORE LIFE INSURANCE 
SOLD 


Increase in October 13 Per Cent Over 
Previous October 


SALES BUREAU REPORT 


Central and West Central States Continue 
tc Show Best Increases—Canada Also 
Records Upward Trend 

Sales of ordinary life insurance in the United 
States during October were 13 per cent above 
the corresponding period of last year, accord- 
ing ts figures just published by the Life In- 
surance Sales Research Bureau of New York. 
Sales by companies which have in force about 
80 per cent of the legal reserve, ordinary in- 
surance amounted to $476,485,000 of insurance 
in October of this year, as compared to $410,- 
379,000 in October last year. The record of 
sales for the ten months ending October 31 was 
better than the record for October alone; the 
increase over last year during the ten-month 
period amounted to over $764,000,000, or I9 per 
cent, 

In six States scattered over the country the 
sales this vear were below those of last year, 
but for the year to October 31 the sales were 
higher in every State except Arizona. The 
Southern, Southwestern and Western States 
were the least good groups in October; the 
Central and West Central States were the best 
groups. The Pacific States, although 
showing as great increases in October as did 
the country as a whole, are still ahead of the 
test of the country for the first ten months 
of the year. 


not 


Sales in New York city and in 
Chicago during the first ten months of the 
year were about a quarter more than sales last 
year, but during October they were only one- 
seventh greater than last year. 

Saies of ordinary life insurance in Canada 
during October of this vear were 25 per cent 
greater than during October, 1922. These fig- 
ures are based upon reports from companies 
having in force approximately 85 per cent of 











the outstanding legal reserve ordinary business 
in the provinces. For the 
this vear the total sales of 
ance were $289,013,000, as 


first ten months of 
ordinary life insur- 
compared to $253,- 
111,009 last year, an increase of 14 per cent. 
Every province showed an increase for the first 
ten months except Alberta, which was 5 per 
cent below last year. During October every 
province showed an increase in their sales, ex- 
cept Prince Edward Island. 





Life 
A new book, dealing with the legal aspects 
of questions arising in the daily work of life 


Insurance Law Manual for Agents 


insurance men, and just published by The Spec- 
tator Company, is entitled “Life Insurance Law 
Manual for Agents.” Its Wilfrid 
Bovey, B.A., LL.B., of Montreal, Canada, is 
a barrister-at-law in Canada and is also ad- 


author, 


mitted to the bar in England, and has made 
a particular study of insurance law. 

The Life Insurance Law Manual is designed 
to fill a gap in insurance literature, by giving 
to the agent or officer a general knowledge of 
life insurance law. It will also be found a use- 
ful introductory book for students. 

In these days of competition, success attends 
the man who takes his profession in earnest, 
who is interested enough to extend his knowl- 
edge to all the details of the business in which 
he is engaged, and in this knowledge he must 
include at least a general acquaintance with 
the laws which govern his transactions. 

The Life Insurance.Law Manual does three 
things: 

(1) In plain and non-technical language it 
explains the general principles of law which 
govern the insurance contract, the rights and 
liabilities of the company, the insured, the bene- 
ficiary, the assignee, and the agent. 

(2) It tells what pitfalls should be watched 
for, and how many of the difficulties which 
have given rise to litigation may be avoided. 

(3) It explains the importance of a knowl- 
edge of statute law, and tells what subjects are 
generally dealt with by statutes. 

Its explanations are fully 


31 


illustrated by 





examples, instead of being bare statements of 
principle, so that no legal training is neces- 
sary to understand fully the intent of the text. 
Most of these examples are cases which have 
actually been decided by the courts in the U. S. 
and Canada, and references are given in case 
consultation with an attorney is necessary. 

This book, written in the plainest language, 
furnishes a knowledge which, although neces- 
sary, is for the most part available only in more 
or less lengthy legal treatises. 

The Life 


Agents will be 


Manual for 
of exceptional 
merit for the instruction of agents and others 


Insurance Law 


found a work 


who should possess knowledge of the rights and 
liabilities of all parties concerned with the life 
It contains 122 pages, is 
substantially bound in stiff board cover, and 
sells at $3 per copy. 


insurance contract. 


P. E. Mouton Gets New Orleans 


Appointment 
New Orteans, La., November 23.—P. E. 
Mouton, who, since the death of Oscar J. 


Durand, has been acting as State manager in 
New Orieans for the Missouri Life Insurance 
Company, has been formally and officially ap- 
pointed State manager. 

Mr. Mouton is a native Louisianian, a mem- 
ber of the historic Mouton family of Lafayette, 
La., and is splendidly equipped, both in knowl- 
edge and experience, for the position to which 
he has been promoted. 

O’HaceErtyY. 


—Edward A. Woods of Pittsburgh takes exception 
Tax-Free 


SPECTATOR of 


relating to 
THE 
he commended the 
plan the deduction of 
premiums individuals. Mr. 
Woods says that “while the sentence quoted from our 
letter of October 24 
the desirability of a reduction in the taxation of life 
the the 
without the de- 
such 


to a headline over an article 


Premiums, which appeared in 


November 1, which indicated that 


for petitioning Congress for 


from taxable income of 


was the general expression of 
made to spur of 
offhand 
for a public 
He further 


quoted as favoring 


insurance, it was you on 


moment and in an manner, 


utterance on 
stated that he 


such a 


liberation necessary 
an important question.” 
like to be 


would not 


movement. 
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SALESMEN WANTED! 





Reliable Men in Arizona, New Mexico and 
Texas for All or Part Time to Sell Old Line 


Life Insurance. 


Attractive Policies. Liberal Commissions. 


Both Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop 


That Leak in Your Income by Placing Your 


Declined Business With Us. 





THE TWO-REPUBLICS 
LIFE INSURANCE 
COMPANY 


EL PASO, - - - - TEXAS 
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LICENSE ORDER REVOKED 


Superintendent Ben C. Hyde of 
Missouri Enjoined 








MASSACHUSETTS COMPANIES WIN 





Must Recall Letters Sent to Agents of 
Companies Threatening Not to 
Renew Licenses 

Sr, Louis, Mo., November 27.—Judge David 
Harris at Jefferson City Monday night issued 
,mandatory writ of injunction ordering Super- 
ittendent of Insurance Hyde to revoke order 
of November 2 threatening not to renew 
censes Of Massachusetts companies operating 
in Missouri. Under the writ Mr. Hyde must 
recall letters sent to Massachusetts companies 
and their agents. While but twenty-one com- 
panies were parties to the proceeding before 
Judge Harris, the order of court necessarily 
afects Mr. Hyde’s letters to the remaining com- 
panies. 


BECOMES VICE-PRESIDENT OF 
MODERN LIFE 


J 0. Melin, Former Minnesota Deputy, 

Resigns to Go with St. Paul Company 

J. 0. Melin, former Deputy Insurance Com- 
missioner of Minnesota, resigned that office as 
of November 3 and has accepted a position as 
frst vice-president and agency manager of the 
Modern Life Insurance Company of Minnesota, 
S. Paul. Former Governor J. A. A. Burn- 
quist is president of the company. 

Mr. Melin is a native of Minnesota and has 
resided at St. Paul for thirty-five years. He 
srved in a responsible position in the city 
treasurer’s office for a few year before becom- 
ing chief examiner of the insurance depart- 
ment. Recently he became deputy commis- 
sioner. He served the department continuously 
except for a short period, during which he was 
an officer of a company at Winnipeg, Canada. 
The company has also elected Emanuel E. 
larson, president of the Payne Avenue State 
Bank of St. Paul, as treasurer. 








LINCOLN NATIONAL’S FORESIGHT 
Home Office Facilities and Future Agency 
Development Are Constantly Provided 
for Under Present Plans 
The recent dedication of the new home office 
of the Lincoln National Life Insurance Com- 
pany at Fort Wayne, Ind., drew the eyes of 
life insurance men all over the country to the 
methods and 
Pany's success. 


foresight underlying this com- 

President Arthur F. Hall, in 
s chairman of the ceremonies at- 
tending the occasion, pointed to the record of 
the Past eighteen years and showed that, since 
twas organized in toos, the Lincoln National 
has progressed until it is now entered in twenty- 
seven States and has more than $285,000,000 
Worth of life insurance in force. Postmaster 
General Harry S. New, chief speaker at the 
dedication exercis: s: S. M. Foster, chairman of 
the hoard of directors, who made the dedica- 
tion speech; John Marshall Holcombe, Jr., 


his address a 





manager of the Life Insurance Sales Research 
Bureau, who addressed the assembly of Lin- 
col; National Life Agents; and all the other 
prominent men who spoke at the opening of 
the new home office of the company, paid 
tribute to the executive ability and vision which 
had characterized the growth of the Lincoln 
National. 

This ability and vision are typified nowhere 
so clearly as in the architecture of the home 
office building itself and the future plans of 
the officials whom it will house. The more 
than 24,000 citizens of Fort Wayne who passed 
through the building on the day of the opening 
were all loud in their praise of its external 
appearance and those among the throng who 
were schooled in such matters, on looking more 
closely, beheld the practicability and utility of 
arrangement which were incorporated in the 
structure. Built so as to provide for expansion 
in the coming years, the new home office of the 
Lincoln National Life is among the finest in 
the United States and special attention has 
been paid to the comfort of employees, ease of 
lighting and heating, and facilities for the rapid 
and efficient transaction of business. 

The building proper is the embodiment of 
the plans which the men at the helm of the 
Lincoln National have made for the future of 
the company. The aim of these officials is to 
previde the home office staff with such methods 
and means of carrying them out as will enable 
it to constantly anticipate any and every need 
of the men in the field. Thus overloading at 
any point will be avoided and that intimate 
contact between the home office and field force 
will be maintained which presages the success 
of the Lincoln National’s ambition to have a 
thousand million dollars of life insurance in 
force and a hundred million dollars of assets 
by the time its twenty-fifth anniversary cele- 
bration is held. 


UNITED FIDELITY LIFE TO HOLD 
CONVENTION 
Dallas Company to Celebrate Third An- 
niversary, Saturday, December 1 

The United Fidelity Life Insurance Com- 
pany of Dallas, Texas, will celebrate the third 
anniversary of its founding with a convention 
and party for its agency and home office forces 
on Saturday, December 1. 

Those agents who produce the quota of busi- 
ness assigned to them by the company for the 
months of October and November will receive 
all of their expenses, both to and from the 
convention. A inter- 
esting speakers on life insurance and related 


anniversary number of 
subjects have been secured to address the agents, 
and mo expense has been spared to make Decem- 
ber : the greatest day in the history of the 
United Fidelity. 

At night the anniversary banquet will be held 
at the Adolphus Hotel, the mecca of conven- 
tions and Dallas. The 
company expects a full representation from its 
agency force for the anniversary celebration. 


social gatherings in 


—The Illinois Life of 
legible wall calendar for 1924. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















Appoints Agency Manager 

INDIANAPOLIS, IND., November 26.—An- 
nouncement is made by the Royal Union Mutual 
Life Insurance Company of Iowa of the ap- 
pointment of E. Allen Griffith as agency man- 
ager for Indiana and Western Kentucky, with 
offices at Indianapolis. The Royal Union 
Mutual just recently entered the States of 
Indiana and Kentucky and is now doing busi- 
ness in ten States. Mr. Griffith formerly was 
agency manager at Seattle, Wash., for the Bank- 
ers Life Company and was long field superinten- 
dent at Cleveland for the Mutual Life of N. Y. 





American Life 
Reinsurance Co 


PERMANENT OFFICES 


DALLAS 
MAGNOLIA BUILDING 


CHICAGO 
29 S. LASALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Secretary 
MORTON BIGGER, Ass’t Secretary 
BERT H. ZAHNER, Chicago Mgr. 
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W. E. SMALL, President 


AUTOMOBILE BURGLARY 
PLATE GLASS LIABILITY 


es 


E. P. AMERINE, Secy, 


$2,054,516.67 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, macon, 6a. 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 


AN AMERICAN COMPANY 














ARE YOU THE MAN— 


Who would consider an attractive manager’s contract for St. 
Louis, Missouri? 


An established old line mutual company operating under the 
laws of New York State offers you a wider field and increased 
opportunities for making real money. 


A Home Office official will be glad to talk with you about a 
practical method of developing a successful agency. 


All negotiations strictly confidential. 


Address AGENCY DEPARTMENT 
Care of THE SPECTATOR 













HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922.................0. $7,369,835 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc............ececeee 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment. ..........cceeeeese0 2,110,922 
($722,352 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 52.87% of the amount expected. 
I ANMRERIA NINN RE RIO oo. éiciinsn\ 40:6. are: 0's tala e are nie 04 eieceielple-e'ors Saco eicia $232,163,052 
PURRASTIRMOE AMOR 4 5 <0, 691 c15,6/ asco ein Siole bois & s/aieia1a wwialerere eagles 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 




























A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 





Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 

















A Great 
(ite Groat Amenicanjihuiual American 
taclemnitgy Company ‘Vides com- 
i i ane Kovmy am _ we, _—~Plete_pro- 
co J, rae |” =. .w. tection in 
= é em. We) 5. > : Ohio’s 
a “largest and 
strongest 
automobile 
MANSFIELD, OHIO insurance 
company. 













The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 
























An Exceptional Opportunity 
for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 














ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of C. 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions s 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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INDUSTRIAL INSURANCE 


Under workmen’s compensation policy, 
covering specified locations and providing 
against waiver or alteration, except by in- 
dorsement on the policy signed by the 
manager and countersigned by a duly 
authorized representative, such provision as 
to indorsement is not waived by statements 
of unauthorized employees. 

This action was a certiorari proceeding to 
review an order of award made by the Indus- 
trial Accident Commission in regard to a claim 
of loss made under a policy of insurance issued 
by the State Compensation Insurance Fund. 
On April 6, 1922, the fund issued its policy of 
insurance to the petitioner, doing business as 
the Broadway Window Cleaning Company, in- 
suring him against all loss or liability to his 
employers by reason of injuries received by 
them while engaged in their employment of 
window cleaning. The policy named the specific 
places at which the employees might carry on 
their work but also stated that under certain 
conditions other places might be added thereto 
—the policy reading in part as follows: 


Anything in this policy to the contrary not- 
withstanding, it is understood and agreed that 
this policy shall not extend to or cover in- 
juries or death sustained by any employees 
other than those engaged in connection with 
work at the following locations, but additional 
locations may be added by .indorsement to the 
policy when description of such additional loca- 
tions are furnished to the fund by Broadway 
Window Cleaning Company (an individual). 
Insurance covering work in connection with 
such additional locations will be effective only 
when, and from the date notice is accepted in 
writing by the fund. * * * Nothing here- 
in contained shall be held to waive, alter, vary 
or extend any of the stipulations, agreements, 
or limitations of this policy, other than as above 
stated. 

No condition or provision of this policy shall 
be waived or altered, except by indorsement 
attached hereto signed by the manager and 
countersigned by a duly authorized representa- 
tive of the fund; nor shall notice to any repre- 
sentative, or by any other person, be held to 
effect a waiver or change in any part of this 
policy. 

During the life of the policy, one of the 
employees of the petition was injured while 
working at a place neither specified in the 
original policy nor later accepted in writing by 
the fund, nor added to the policy by any 
endorsement therein. 

The petitioner testified that upon taking out 
the policy, he asked what was necessary to ob- 
tam coverage as to any location to be added 
to the policy and that a young lady in the 
office of the Insurance Fund told him that all 
that was necessary was to telephone the State 
compensation and they would take care of it. 
It further appeared that prior to the accident 
for which the award was claimed, that an em- 
Ployee in the office of the petitioner telephoned 
Someone in the office of the fund regarding the 
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new location to be added (being the place at 
which petitioner’s employee received the in- 
jury) for the purpose of having such new loca- 
tion added to the policy—the testimony being 
as follows: 

“OQ. When you called the fund that day did 
you have any difficulty in getting the right per- 
son right away? 

“A. No; there was not any difficulty that 
| recall; a lady’s voice answered and took the 
notation and said everything would be O.K.” 

The fund, however, never made a written 
acceptance of the new location, neither was 
any endorsement of such new location signed 
by the manager and countersigned by a duly 
authorized representative of the fund or by 
either of them ever attached to the policy. The 
premium paid was determined by the payroll 
of the petitioner but there was no evidence that 
any premium was ever paid on account of a 
payroll covering the place where the accident 
occurred. 

The Industrial Accident Commission con- 
cluded that so far as the new location was con- 
cerned, the fund was not liable to the petitioner 
and therefore made an award against the peti- 
tioner and in favor of the injured employee. 

On appeal, it was claimed that this evidence 
established that the Insurance Fund had waived 
written acceptance of the new location. The 
court held that there was no evidence to show 
that the alleged waiver was made either by 
the manager or any duly authorized representa- 
tive. The'young lady who made the statements 
was not shown to have authority from the fund, 
neither was the clerk who answered the tele- 
phone, in regard to the new location, shown 
to have authority to approve such location or 
to waive the provisions of the policy. Neither 
was it claimed that any authorized agent of the 
company was ever notified of these statements 
whick were relied upon by the petitioner to 
show waiver. While the manager might have 
orally waived the condition of the policy in 
regard to the new location, a mere clerk in the 
office of the fund cannot alter the terms of 
the contract in the matter of acceptance of new 
location or otherwise. 

The award against the petitioner is affirmed. 

Kugler vs. Industrial Accident Commission 
af State of California (District Court of Ap- 
peal, Calif.), 218 Pac. Rep. 472. 


LIFE INSURANCE 

Delivery of policy to agent with instruc- 
tions to collect the premium is not delivery 
to the insured. A policy of life insurance 
can become effective without payment of 
the first premium only when uncondition- 
ally delivered. 

A life insurance agent 
State Mutual Life Insurance Company was 
asked by the insured to obtain a policy of life 
insurance in another company. As a result of 
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negotiations with the defendant, a policy of 
$50,000 was issued. In order to share in the 
premium to be paid, the agent signed an ap- 
plication to become an agent of the defendant 
company and was so appointed. But owing 
to delay in forwarding his application to the 
State insurance department, he did not receive 
his license to act as such agent until after in- 
sured’s death. The insured, after signing his 
application for the policy, left on a trip to the 
Pacific Coast without paying the first premium. 

The general agent of the defendant testified 
that he delivered the policy to the special 
agent accompanied by a written statement that 
the policy was handed to him for delivery and 
collection and must not be delivered unless the 
insured was in good health. 

The special agent denied that he received 
these instructions but claimed that he was the 
representative of the insured and received the 
policy in his behalf. He admits, however, 
that the general agent said at time of handing 
over the policy, “There you are; get the check.” 

While the policy was still in his possession, 
he learned of the insured’s death, immediately 
got in touch with the latter’s business manager 
and received a check for the amount of the 
first premium. He then deducted half thereof 
and remitted the other half to the general 
agent as the “net premium,” which was refused 
and the check returned. 

The insured’s administrator then brought suit, 
alleging that payment of the premium had been 
waived by the company and that the policy 
had been unconditionally delivered to the in- 
sured’s agent. On the trial of this issue, the 
jury disagreed and upon motion of the defend- 
ant, the court directed judgment for the defend- 
ant on the ground that a waiver of payment of 
the first premium was in violation of the act 
of July 12, 1913. Pa. St. 1920 Sect. 12,306- 
12,398. The plantiff appealed from this judg- 
ment. 

In the insured’s application for the policy 
made a part of the policy was the following 
stipulation : 

“The proposed policy shall not take effect 
unless and until the first premium shall have 
heen paid during my continuance in good health, 
and unless also the policy shall have been 
delivered to and received by me during my con- 
tinuance in good health.” 

The appellate court held that the above evi- 
dence was not sufficient to show a waiver of 
payment of the premium by the general agent. 

It is not necessary, however, to decide 
whether an insurance company can waive the 
requircment of payment of the first premium 
in view of the State statute which provides 
that it must be paid in order to make the policy 
effective. This act (section 12,259) provides 
as follows: 

“Nor shall any such policy, except policies 
of industrial insurance, where the premiums 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75. Maiden Lane New York City 
Telephone Beekman 3461 
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i 
PAUL L. WOOLSTON 


INSURANCE EXAMINER, | 
ACTUARY AND ACCOUNTANT ; 


MAJESTIC BLDG., DENVER, COL. 

















Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford | Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa. 


Hume Mansur Bldg. 
Hubbell Building 














3 Cedar St. 





JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 














Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 
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JAMES H. WASHBURN, F.A.1.A 
pine pau ACTUARY r 
ANCE—Ordinary, In 
Group, Industrial and Special Cheat 
WORKMEN’S COMPENSATION — 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CIty 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHI, 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


i 
A. SIGTENHORST | 


CONSULTING ACTUARY | 


National City Bank Bidg., WACO, TEXAS 














50 BROAD STREET NEW YORK 
MILES M. DAWSO: & SON 
CONSULTING 
ACTUARIES 
National Association Bldg., 36 W. 44th St. 
NEW YORK 





FREDERIC S. WITHINGTON, F. 4.1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 

















Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 


THE OTIS HANN COMPANY, Inc. 


“‘Life Insurance Service’’ 


10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Bucks Our Service” 











ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Piace, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 





502 Forsyth Bldg. 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


Successors to 





Marcus Gunn, Consulting Actuary 

















Consulting Engineers 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 

















Whitehall 20 Vesey Street 
7796 New York 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, o: 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














are payable monthly or oftener, be issued or 
delivered ‘unless substance the 
following provisions: ‘lirst.--A provision that 
all premiums shall be payable in advance, either 
at the home office of the company or to an 


it contains in 


agent of the company, upon delivery of a re- 
more of the officers 
named in the 


ceipt signed by one or 
of the company, who shall be 
policy,’ ” 

Further, it is clear that the special agent 
was regarded as the agent of the company, and 
the company had the right to treat him as their 
agent. He had signed the application to be 
an agent and had been appointed an agent, 
although formal license from the insurance de- 
partment had not yet been issued. The receipt 
of the policy by the special agent was for the 
purpose of delivering it to the insured, if he 
paid the premium and was in good health. Judg- 
ment affirmed. 

Harrisburg Trust Co. vs. Mutual Life Ins. 
Co. of New York. (Supreme Court of Penn.), 
122 Atl. Rep. 292. 

State Life of Iowa Extending Field of 

Operation 

The State Life Insurance Company of Iowa 
was licensed by the Illinois Insurance Depart- 
ment, November 21, to transact life business. 
With the addition of this territory, the com- 
pany is licensed in twelve States. 

The State Life has made remarkable progress 
for a young company and will write examined 
and applied-for business for the current year 
i excess of $15,000,c00. The majority of this 


business at the present time is being written in 

lowa, but a substantial increase in volume from 

the balance of their territory is anticipated. 
The company announces that its actuarial de- 








partment is now preparing a full line of up- 
to-date participating policies, which will be 
ready for presentation to the public through 
their agency organization about February 1, 
1924. 

President A. C. Tucker states that in his 
opinion, with the volume of business the State 
Life now has, together with the volume of 
business its agency is now writing, upon enter- 
ing the participating field, it will be in a posi- 
tion to ethically compete with other participat- 
ing companies and to show satisfactory results 
to the participating policyholders. 


FEDERAL SAVINGS AGENTS MEET 
Dunlap Club Holds Two-Day Session at 
Indianapolis 
The Dunlap Club, consisting of the agency 
force of the Federal Savings and Insurance 
Company, Indianapolis, met this week at the 
home office. An attractive and instructive pro- 

gram was arranged as follows: 


MONDAY, NOVEMBER 26 
A. M. 
Registration. 
Conference with officers and department heads at 
home office, 


NOON 


Luncheon at home office. 


1:30 P. M_—HOME OFFICE 
Dedication of home office building.—E. C. 


] Ferguson, 
Dr. R. O. McAlexander, 


dedicators. 


2:30 P. M. 
Roll call. 
Reading of 
Address of 


HOTEL LINCOLN 


Furnish, 
Dunlap. 


Secretary G. W. 
President J. R. 
President E. C. Ferguson. 
A, M. Kirkpatrick, 

Hilger. 
Joseph J. 


Treasurer D. E, 


minutes. 
welcome. 
Response. 
Service.—Dr. 
Recognition.—J. V. 
Ryan. 


Some experiences. 


Treasurer’s report. Carpenter. 
Report of committees. 
Election of vice-president. 
Introduction of new members. 
Debate: ‘Resolved that 


most valuable protection.”—William H, Smith, affirma- 


automobile insurance is 
tive: Max Fried, negative. 

Good of the club. 
the club. 


Short addresses by members of 


HOTEL LINCOLN 
Schmitt, 


6:30 P. M. 
William ITI, 


Panquet. toastmaster. 


Addrsss.—Major Ed Jackson, Secretary of State. 
§:30 P. M—HOME OFFICE 
Initiation. 
Smoker and vaudeville. 
TUESDAY, NOVEMBER 27 
10:00 A. M.—HOTEL LINCOLN 
Songs of the Federal.—Led by W. W. Morris. 
Suggestions as to How the Federal Can Better 


Serve.-—Members of the Dunlap Club. 
Debate: “Resolved that health and accident insur- 
ance is most valuable protection.”’ J. C. Kline, affirma- 


tive; F. J. Haake, negative. 


Hypo-adjudicum.—Dr. C. L. Marlatt. 
Statsmoghaphy and Logismography.—H. C. 
-Fae W. Patrick. 
Smith. 


Rupert. 
Mental gymnastics.— 
Co-operation.—C. FE. 


LUNCHEON—HOTEL LINCOLN 


Toastmaster 


12:15 P.M: 
E. J. Becker, 
Address by Officials of the Insurance Department 


-HOTEL LINCOLN 


Led by W. W. Morris. 
Allison. 
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2:00 P. M. 
Songs of the Federal. 


Opportunity.—J. L. 





PERSONAL ITEMS 





Frederick H. Ecker, vice-president of the 
Metropolitan Life Insurance Company, was a 
member of an inspection party composed of 
directors and officials of the St. Louis-San 
‘rancisco Railway Company (Frisco System), 
who left St. Louis Thursday, November 22, 
for a tour of the railroad’s lines and terminals. 
They will visit Kansas City, Memphis, Birm- 
ingham, Springfield (Mo.), Tulsa, Oklahoma 
City and Fort Smith, Ark. They expect to 
travel 2000 miles on the trip. 

W. L. Tayler, vice-president and general 
manager of the ederal Surety Company, Daven- 
port, Iowa, received a signal honor recentiy 
when the new Masonic temple in his city was 
dedicated. Mr. Taylor was the honor candi- 
date and as such the first to be raised to a 
higher degree in the new million-dollar home 
of the erganization there. Mr. Taylor became 


a master Mason. Over 600 attended the 
ceremonies. 
Edward Irwin, general agent at London, 


Ontario, for the Ontario Equitable Life and 
Accident Insurance Company, has just been ap- 
pointed superintendent of agencies for that 
organization and, after January 1, will make 
his headquarters at Waterloo. 

Mr. Irwin began his insurance career with 
the Equitable Life Assurance Society as its 
representative in Norwich, Ontario, about 
twenty years ago. In January, 1916, he was 
appointed agency manager at London for the 
same company and while there assisted in the 
organization of the Ontario Equitable, of 
which, for the past three years, he has been 
agency manager at London. His appointment 
as superintendent of agencies for the companies 
is a deserved promotion which his faithful ser- 
vice has merited. 

John James, city superintendent of the Occi- 
dental Life and former State Insurance Com- 
missioner, has been honored by the British gov- 
ernment with the appointment of vice-consul in 
Utah, the first time Great Britain has recog- 
nized the new West in this way. Mr. James 
was born in Wales, fifty-nine years ago, and 
came to Utah in the middle eighties. He has 
held many public positions of an official and 
social nature since he came to this country and 
is wel! and favorably known. He has been 
interested in the insurance business for about 
twenty years. Mr. James was secretary of the 
local British and Canadian recruiting mission 
during the World War, which brought him to 
the notice of British officialdom. 

Wallace W. Batchelor has recently been ap- 
pointed field supervisor in the State of Mary- 
land for the Maryland Life Insurance Com- 
pany. He is an experienced life insurance man 
and is no doubt equipped to render the best of 
service to those who may do business with him. 

Martin A. Seward, formerly engaged in the 
bond business in Chicago, has become con- 
nected with the National Savings Life Insur- 
ance Company, Wichita, Kan., as general agent 
and manager of a branch office in Kansas City, 
Mo. 





T. D. Brown’s New Office 
In addition to being vice-president of the 
National Surety Company of New York, T. D. 
Brown has been appointed vice-president of the 
New York Indemnity Company, and will direct 
its fidelity and surety operations. 


loyalty.—C. H. Carpenter. 

The Federal’s way.—G, E. Harsh. 
Completion of business. 
Adjournment, 
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Wow, Ready: 


Kentucky Field Annual 


and Insurance Directory 
1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the principles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries in accord 
with the state law. 

In addition to the special features these Field Annuals 
give all the data contained in the usual state directory 
—and more. 


THE INSURANCE FIELD CO., Inc. 
P. O. Box 617, Louisville, Ky. 

Send me a copy of the 1923 Kentucky Field 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 





























CAPABLE POLICY-PLACERS 


Can always find a satisfactory opportunity for work with this Company in good 
territory—men who can collect the premiums as well as write the applications. Why 


not make inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of Agencies 








The 
United States Life Insurance 
Company 
In the City of New York 
Organized 1850. Non-Participating Policies 


Only. Over 70 Years of Service to 
Policyholders 


Good Territory for personal producers, under 
direct contract. 


HOME OFFICE 
105-107 Fifth Avenue New York City 

















Prosperity Awaits You Here! 


ae 


- THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents 

Salary and commission. " 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 
— 
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SERVICE TO POLICYHOLDERS 


The keynote of success of the Great-West Life is service to policyholders, 
Its record of profits paid on policies is unequalled. Its rates are among 
the lowest. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE WINNIPEG 


THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President Montgomery Clark, Vice-President 
E. S. Jarvis, Secretary Charles _W. Higley, Vice-President 
William Morrison, Asst. Secy. 


Home Office, Hanover Bldg., 34 Pine St., New York 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 


A “‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate ‘ 
The Membership is over 251,000 
The Reserve Fund is over $17,000,000 
Its Business Standing is of the Best 
Gives Safe Protection toWomen and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mich 


EXCELLENT OPPORTUNITY 
ior Reliable, Energetic men to represent us in the states oj 
Iinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


NEW and up to date policy ; 
fe contracts. REAL SERVIC 

7 ; , to Policy holdersand Agents. | © 
Tt pies NOT SO BIG to lose sight of 
cg a ee individual Agents, and big 
i C —— to ae its Agent 

an olicyholders satis 
nsurance omp any torily. SOME GOOD terrie 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 7! 
DES MOINES, IOWA JAS. H. JAMISON, Pres't 






































SET SES, niin 


One Hundred Millions in Force Oct. 1, 1923. : 


The first big milestone has been passed. The Company is | 
actively, aggressively, and surely headed for many similar but 5 
bigger goals. ae ie 

All the force and power of a “Big Company,’’ combined with — ; 
the virility, punch, spirit of service and intimate perso “i 
contact between Home Office and Field of the ‘Young Com- & 
pany” is enjoyed by Atlantic Life representatives. . 

For information regarding desirable Agency openings, write to = 


W. H. DALLAS, Superintendent of Agents, 


ATLANTIC LIFE INSURANCE CO. 
RICHMOND, VIRGINIA 














